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Car, of ' 'HE business situation of the country today makes it more neces- 
s 


ary than ever for you to watch the price and quality market 


2 closely. Dealers stick to the THATCHER LINE—the agency always 
represents a sound business connection with conservative prices at 
A the all times which enables you to make good profits. 
17 ‘ Our manufacturing policy is the solid foundation that you grow and rest upon 
OL. when you become a THATCHER dealer. 


THATCHER GUARANTEES EACH AND EVERY FURNACE BEARING ITS NAME 


We illustrate above just three of our complete line of Warm Air Heaters, the TUBULAR, 
ef PIPELESS and NEW PACIFIC. 


Write today for full agency details and catalog 
describing and illustrating our complete line 


Wore That policy demands highest grade of construction and only first quality heaters throughout. 








THATCHER FURNACE (CO.),  i33-135 w"3sen st, NEW YORK, N.Y. 


39-41 St. Francis Street, NEWARK, N. J. 
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THE SUPER-SMOKELESS FURNACE 


Burns Soft Coal Smokelessly! 


Erected in a Very Short Time. Made 
in All Sizes of the SUPERIOR Pipe 
and NEW IDEA Pipeless Furnaces. 


SUPER-SMOKELESS Furnaces have become 
tremendously popular in the soft coal sections. 

ey are white werd clean in operation and 
cut down coal consumption. All castings are 
deeply cupjointed and accurately ground to 
fit. The casings “slip-on’’ and have no loose 
nuts to bother with and very few bolts. 





Meet the need for smokeless heaters and sell 
the most highly — and profitable quality 
furnace made. rite for dealer proposition. 


UTICA HEATER COMPANY 


UTICA, New York 
218-220 West Kinzie Street, Chicago, Illinois 
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Fin ive Carloads This Year! 


Roland & Beach Say F urnace Business Is Good 


From a single Front Rank furnace in 1912 to five full carloads 
in 1923—a healthy, steady increase in business. That’s the 
Send for record of Roland & Beach of Richmond, Ind. Mr. Beach says 
Catalog _ it is due almost entirely to the ever-growing army of satisfied 


Write for our new users of 


catalog today. It FLFRONT ONT PANK 

contains many 
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They know that a Front Rank furnace, with good installation 
service is a wonderful business booster. The Front Rank sys- 
tem of dealer co-operation was also a big help to them. You 
can have the same success if you line up with Front Rank. 


HAYNES-LANGENBERG MFG. CO., 4545 N. Euclid Ave., St. Louis, Mo. 
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nes / We're Going Home~Front Rank is too Hot!" 
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WHAT BUSINESS ARE YOU GOING TO HAVE DURING 
THE COMING FALL? 


The question put forth in the headline is 
one which, no doubt, is engaging the thoughts 
of every man who is in business. 

Right here, let us say that the amount and 
kind of business you are going to have this 
fall depends entirely upon yourself, except in 
comparatively few instances, and most of you 
to whom we are talking now do not belong 
among those exceptional cases. 

The amount of business depends entirely 
upon your own energy. Even in the sections 
where the farmers’ income is derived princi- 
pally from wheat there will be some money, 
and the merchant who is on the job will get 
the biggest share of_ whatever the farmers 
can spend. Those who take it for granted that 
business is going to be poor this fall will have 
the satisfaction of agreeing with themselves 
that their prediction was right: Business will 
be poor—for them. 

But in other agricultural sections — and 
this means in the greater portion of rural 
America—farmers are able and willing to 
spend money for new tools, for new sheet 
metal work, for new furnaces, for new stoves, 
for new housewares, and for many other items 
sold by hardware and stove merchants in rural 
communities. 

And here again, it is the man who goes 
after business energetically and intelligently 
that secures the lion’s share. 

So, make your plans and have them ready 
to carry out as soon as the money commences 


to flow from the elevators and stock yards 
into the pockets of the farmers. 

And keep this in mind—it is not our “say- 

o”’ that you have to take. All the trained 
observers of fundamentals and men who have 
proved their reliability as forecasters agree 
that with the exception of the wheat raising 
sections, all other parts of the United States 
—agricultural as weil as industrial—are in 
good condition, and that, as a result, there will 
be good business, profitable business for those 
who are prepared to care for the wants of the 
consumer in the proper manner. Now is the 
time to get busy and fill up your shelves, lest 
you find yourself sadder but wiser later. 

Prices are high, it is true, but there are no 
signs that they will be reduced this season. 
In fact, pig iron is again showing a tendency 
toward advancing, and neither manufacturers 
nor wholesalers, nor retailers for that matter, 
are heavily stocked. Many manufacturers 
are behind on deliveries. 

So, everything considered— 

This is the time to get your stock in shape, 
with immediate orders, if you have not al- 
ready done so, for a good business. Delays of 
any kind often prove the most serious, and you 
cannot well afford to lose profits that are nor- 
mally and legitimately yours, but which be- 
come lost to you on account of procrastina- 
tion. 

And then— 

Go after that business! 
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Rieti: Neto onl Sketches. 


By Sidney Arnold 

















The other day my friend, George 
Carr, the big fellow you all know 
so well, called me up and asked me 
to get some information for him; 
and what do you suppose he wanted 
to know? Nothing, except why 
“Buck” Taylor had to get a picture 
of a fish someone else caught, in- 
stead of sending us a photograph of 
his own catch. 

* ok x 

Whenever a friend of mine joins 
the ranks of Sir Benedick of 
Shakespearian fame, I always feel 
like wishing him Godspeed on his 
way and at least as much happiness 
and joy in his married life as I have 
had in my twenty-three years of 
double team travel, and so will no 
doubt also the many friends of 
. Nathaniel B. Wales, President of 
the Furnace lan Corporation, on 
the occasion of his recent marriage 
talented 


“to Miss Grace Rosser, a 

young lady of Dowagiac, Michigan. 

So here is all the good luck, Nate, 

you so richly deserve, and may you 

and Mrs. Wales enjoy happiness 

and prosperity as long as you live. 
x ok x 


Roy A. Walker made me a visit 
the other day, and after we had dis- 
cussed the furnace situation from 
all angles and agreed that July was 
a pretty good month for cooled 
drinks, but not particularly good for 
furnace selling, he let loose of the 
following story: 





In their cross-country honeymoon 
trip in the flivver, Jack and Betty 
were relieved to find that Hickville 
boasted a hotel. It wasn’t very 
much of a hotel, though, and in the 
room assigned to them they found 
the screens rusty and full of holes. 

During the middle of the night 
Betty awoke to hear her husband 
moving restlessly about the place. 

“What in the world are you do- 
ing?” she demanded. 

“Taking out these screens so the 
bugs can fly in without making so 
blame much fuss trying to find the 
’ replied Jack. 

* * 1K 


holes,’ 


Charlie Gohmann, who makes 
“Pointer” kitchen ranges, tells the 
following story about a youngster 
who received a sled for a Christmas 
present a couple of years ago: 

Much to the youngster’s disap- 
pointment no snow fell that winter 
and the sled was reluctantly put 
away. The next year proved equally 
discouraging, but the third saw 
colder weather and one January day 
a few flakes began falling. Hearing 
a commotion in the yard, the father 
went out to investigate and found 
the youth chasing a rooster. 

“What’s all this for?” he demand- 
ed sternly. 

“Tt’s snowing,’ explained the boy, 
“and can’t you see that darned 
rooster is eating it up as fast as it 


comes down ?” 








Rough and Ready Ball Players Who Took Part in the Game Between the Con- 
tractors and Auxiliary During the Convention at Cincinnati, Ohio, 
July 17 to 19. 
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One of our good Chicago hard- 
ware merchants, whose name I shall 
not mention at this time, as he is of 
a rather diffident disposition and it 
might embarrass him, has his store 
just below the place where he lives, 
and among other commodities sells 
fishing rods. In the line of adver- 
tising he has a rod displayed out- 
side, with a papier maché fish dan- 
gling at the end of it. 

In the small hours one morning a 
barrage of pebbles was thrown at 
his window, and when he _ had 
climbed out of bed he discovered on 
the sidewalk below a man swaying 
a trifle unsteadily and beckoning to 
him. 

“What’s the matter?” demanded 
the merchant. 

“Sh-h-h!” cautioned the stranger. 
“Don’t make any noise, but get 
dressed right away and come down. 
This is important.” 

Considerably worried, the store- 
keeper scrambled into his clothes 
and descended. 

“I just wanted to tell you,” an- 
nounced the other in a loud whis- 
per, “to pull in your line quick. 
You've got a bite.” 

* * 


“These jurisdictional strikes,” 
said Paul Brandstedt, Chairman of 
the Trade Development Committee 
of the National Association of Sheet 
Metal Contractors, “reminds me of 
the two burglars in the following 
dialogue : 

Boston Blackie: 
Get up on de roof! 


“Nix on dis 
window, guy! 
I’m ransackin’ dis floor.” 

Chicago Red: “Nuttin’ 
Dis is my story an’ I’m goin’ ter 
stick to it.” 


doin’! 


* * * 


Here is a bit of poetry that every 
salesman may well paste in his hat 
and also learn by heart: 

Peddle Sunshine. 
The man who deals in sunshine 

Is the one who gets the crowds ; 
He does a lot more business 

Than the one who peddles clouds. 


For the salesman who’s a frowner 
Will be beaten by a mile, 

If the man who follows after 
Meets the buyer with a smile. 








16 AMERICAN ARTISAN AND HARDWARE RECORD 


Objections to Warm Air Furnace in Favor of 


Hot Water Heating System Due to Carelessness 
of Warm Air Installations. 


Public Learns of Warm Air Furnace Instead of Warm Air 
Heating System, While Hot Water System Is Advertised. 


Written Especially for AMERICAN ARTISAN AND HARDWARE RECORD by 
E. E. Ziceck, Instructor in Charge of Sheet Metal Work, 
and Allied Trades at the Lincoln Institute, 
New York City. 


HIS article embodies the eighth 

of a series of talks being given 
in connection with the furnace and 
its problems by E. E. Zideck. 

On pages 15, 16 and 17 of our 
issue of July 14 Mr. Zideck set 
forth his views on the distant room 
problem. In this article he deals 
chiefly with the reasons for the ob- 
jections to the warm air furnace 
and how these objections could be 
easily overcome. 

Article VIII. 

Admittedly, the furnace, as a 
means of heating residences, has not 
yet attained the public estimation to 
which the system of automatic ex- 
change of cold for warm air in the 
rooms entitles it. 

People still talk of the furnace as 
of something cheap, unfit for the 
more pretentious of houses and used 
by those only who car not afford 
something better. 

Accordingly, cheapness in the ap- 
paratus, in the fittings and in instal- 
lation has been the most important 
factor in selling furnaces. The 
phenomenal sales, in the past few 
years, of the pipeless variety of fur- 
nace has been due mainly to its low 
cost. 

Cheapness has become a by-word 
in what is called the first cost in the 
installation of furnaces. And this 
circumstance has done great damage 
to both the selling and the installing 
interests in the line. The manufac- 
turer of both the apparatus and the 
fittings is expected to sell at the low- 
est price, and the installation of a 
furnace has become a job that could 
be done by anybody, with conse- 
quent loss of work and profits to 
the legitimate trade. 

How different is the installation 


of the hot water system! Here the 
work is being planned and done in 
symmetry, neatly, and the job has 
the appearance of something sub- 
stantial and worth while having in 
the house. The appearance of the 
thing influenced peop‘e in their opin- 


ions as to the merits of the system 





E. ZIDECK says that the 

public is prejudiced against 
Warm Air Heating System and 
favor the Hot Water System be- 
cause they have been taught 
through advertising to think of a 
Warm Air Furnace and not a 
Warm Air Heating System—the 
only thing necessary to heat their 
homes. 

If the public be shown that the 
Warm Air System must be planned 
and correctly werked out, giving 
the system an adequate firing ap- 
paratus, a gocd selection of the lo- 
cation for the registers, etc., of the 
right size and capacity and which 
are correctly connected to the fur- 
nace with pipes of adequate ca- 
pacity, the Warm Air Heating 
System can assume the place in 
the public estimation to which it is 
entitled. 











sume too much fuel or otherwise 
make the firing expensive or incom- 
modious, the fact is that both sys- 
tems can be installed to work right 
with either a low cost or a high cost 
apparatus to fire in. 

The apparatus does nothing less 
and nothing more than to burn fuel 
and impart the heat particles from 
it to either water or air. 

Proper Heat Diffus‘on Neeied. 

What is of greater importance in 
either system is the plan, the work 
of getting the heat-diffused water or 
air to where the heat is wanted. In 
both systems the heat carrier must 
travel up and down, from and to 
the heat-imparting medium with fa- 
cility and in the right proportion to 
both the amount of heat produced 
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itself. Expensive maintenance of 
and frequent poor results from this 
system are as nothing compared to 
the estimation the public has of it. 
Sell a System of Warm Air Heating 
Instead of a Furnace. 

Another circumstance hindering 
a better understanding and estima- 
tion of the warm air heating system 
is the practice of talking and selling 
a furnace instead of talking and 
selling the system. 

The plumber or steamfitter talks 
hot water. The public knows hot 
water. But the warm air furnace 
installer who talks the furnace he 
sells simply misleads the public into 
believing that all that is needed is 
to get the certain make of the appa- 
ratus in order to heat the house. 


In consequence, the public talks 
of furnaces just like it talks of 
Fords, Buicks, Dodges, Cadillacs, 
The make, the name of a furnace is 
known. But the system of warm 
air heating is still mistaken to be 
something else; something entirely 
different from a common furnace. 

The advertising of a furnace as 
being the panacea for all known 
heating troubles and selling it as 
such misleads the public into believ- 
ing that all it needs to do is to buy 
that furnace as it would a stove! 
Set it up in the cellar as you would 
set up a stove in the room! 


Setting Up the System. 


Installation of the system is re- 
garded as something akin to setting 
up a stove. A place near the chim- 
ney is selected, the apparatus is 
placed there, holes are cut and con- 
nected with it by means of pipes, 
registers are placed to cover up the 
holes and the job is done! And in 
the first months of firing the system 
the owner complains of the furnace 
not coming up to what was prom- 
ised of it at the time of sale! 

Only then the interested parties 
commence to suspect that something 
more is needed than the mere get- 
ting and setting up of a much adver- 
tised make of a furnace. The ftn- 
niest part of it is that the same 
furnace is working well at the neigh- 
bor’s and elsewhere, while at the 
same time many other people com- 
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plain that it is a nuisance in their 
respective homes. 

Commonly, the people responsi- 
ble for the installation blame the 
chimney first. Then expensive work 
is done to improve the draft and all 
that. Then, finding no other excuse, 
it is suggested that the furnace 
should be larger. If this is acqui- 
esced to by the home owner and the 
firing apparatus is exchanged for 
one of a larger firepot and the sys- 
tem still troubles, then in a good 
many cases the installer gives up 
and has his troubles in getting his 
money. Many law suits result from 
these unplanned installations, with 
the furnace troubles being adver- 
tised and exaggerated in open court. 

Sufficient Capacity Required. 

like the hot water heating sys- 
tem, the warm air system naturally 
requires a good, a sufficient capacity 
firing system. In both systems there 
are lower and higher cost appa- 
ratus. The one which costs more 
usually is of a stronger build, lasts 
longer, or has improved fire travel, 
which makes the heating of it more 
economical. 

While it would be folly to install 
an apparatus so light that it would 
burn out from a few firings in it, or 
so badly fitting that it would give 
trouble, or one which would con- 
by the apparatus and the amount of 
heat required in the rooms. 

In both systems the amount of 
heat required in the rooms should 
determine the size and capacity of 
the apparatus. 

Once the required amount of heat 
is ascertained and an apparatus pro- 
cured which it is certain will pro- 
duce the heat, the first step has been 
done. 

Providing Correct Chimney. 

The next step consists of ascer- 
taining that the apparatus, if con- 
nected to the flue or chimney, will 
burn fuel without choking or other- 
wise troubling. In other words, the 
second step consists of making the 
firing apparatus effective by provid- 
ing for it the right size and kind of 
chimney. So far, there has been no 
difference in the process of instal- 
lation of the two systems. There is 
none in the third step. It consists 


of ascertaining the best location for 
radiators, registers, respectively, 
and their required capacities for the 
rooms to be heated. The right sizes 
of leaders to these heat diffusers are 
essentially a part of this planning 
work in the third step. 

The fourth step still continues 
identical in both systems. It con- 
sists of connecting the radiators, the 
registers, respectively, with the 
source of heat. Water pipes are 
used for this purpose in the one sys- 
tem and air pipes in the other. But 
both are laid according to the same 
rules. The shortest possible run of 
pipe is chosen. And there must be 
no downwards in the runs carrying 
the heat, and no upwards in the runs 
carrying the cold. 

The only difference in the two 
systems is that in the radiator sys- 
tem the heat is imparted to the 
radiator metal which, in turn, im- 
parts it to the air in the room; and 
that in the register system the heat 
is imparted to the air directly. 

In both systems the heat-carrier, 
water in the one and air in the other 
imparts the heat to room contents 
and returns to the firing apparatus 
for fresh heat to carry up. In the 
hot water system the heat-carrier 
returns immediately; in the warm 
air system the heat-carrier mixes 
with other air and allows for the 
whole air contents of the room or 
house to travel, in succession, to the 
heating apparatus, and become dif- 
fused with its heat. 

If there :s so little difference in 
the two systems, why is it that there 
exists so much of it in the estima- 
tion the public has of them? 

Is it not mainly because of the 
difference in looks and price? And, 
considering what a system could be 
installed with air for carrier for the 
price paid for hot water, does it not 
seem strange that there is so little 
effort displayed to replace hot water 
by solidly built, nice looking, fault- 
lessly functioning warm air systems ? 

For the price paid in the case of 
the hot water system, the best warm 
air firing apparatus could be placed 
conveniently in the cellar and con- 
nected by really good and conven- 
iently clean smoke pipe to a good 
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chimney. The casing parts, in addi- 
tion to being practically built to 
perform their service right, could be 
made solid, perfectly air-tight and in 
every other respect just as good 
looking and substantial as is the hot 
water boiler. Square and _ solidly 
built air-carriers could be installed, 
taking up the least space in the cel- 
lar and, beside doing their part of 
work right, would allow of no dust 
In addi- 
tion, the pipes could be made to pre- 
sent a symmetrically and otherwise 
attractively finished whole. The 
heat diffusers could be of a superior 
design, solidly built in above the 


or smoke being sucked in. 


floor to prevent dirt or spilled water 
entering through them. Aluminum 
—louvre—heat-diffusers and similar 
protection for the cold air intakes 
would do away with the furnace 
pipes being a receptacle for the room 
sweepings and other refuse. White 
enameled or fitly decorated orna- 
mental upstairs ducts could be led 
through the downstairs rooms in- 
stead of crowding a semblance of a 
duct in betwéen the walls. These 
ornamental ducts could be made in 
extension of the downstairs heat 
diffusers, with substantia! regulation 
of heat flow to wherever it is 
wanted. 

For the price of a hot water sys- 
tem all the above could be built and 
installed in a first-class, workman- 
like manner and with artistic effect 
throughout the rooms to satisfy the 
human craving for things beautiful. 


A system that would work in 
every weather and outlast the hot 
water kind in service could be built 
for the money and leave a good mar- 
gin of profit to all contributing to it. 
Mainly, it would require real work- 
ers to install it and the men in the 
trade would profit by it most. 

By making the system using air 
as a heat carrier (and which, on 
that account, is a much better sys- 
tem than those having other car- 
riers ) really worth while, 
substantial and attractively built 
whole, the objections to the present 
type of furnace—which are due 
largely to cheap, careless, poor in- 
stallation, service and looks of the 
disappear and _ the 


into a 


system—will 
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warm air heat system will be placed 

in public estimation where it right- 

fully belongs: A-top of the heating 

systems with central heat generation. 
(To be Continued.) 





Register Price List, Discount 
Sheet and Catalogue Issued 
by Rock Island Register. 


The Rock Island Register Com- 
pany, 2435 Fifth Avenue, Rock Isl- 
and, Iilinois, has issued a new cata- 
logue carrying a complete line of 
No Streak Wall Registers. The 
booklet is 6x9 inches and has sixty- 
three pages exclusive of the covers. 
The covers are a neat blue with gold 
lettering. 

A full line of registers is dis- 
played in a highly descriptive and 
attractive manner. Pipe fittings and 
furnace supplies are also given con- 
siderable space. 

In addition to this pamphlet, a 


new price book and discount sheet, 
dated August 1, 1923, which, the 
company says, cancels all previous 
issues is also out. 

A quotation from the back cover 
of the pamphlet is as follows: 

“Our Engineering Department is 
at your service for any plans or 
estimates, without obligation. 

“When sending in sketches, fur- 
nish as much data as possible, re- 
garding the size of building, type of 
construction, size of rooms, ceiling 
height, location of chimney and size 
and locations of all openings, and 
points of compass, if possible. 

“Estimates and heating material 
furnished for large buildings, such 
as special galvanized ducts, large 
registers, wire grilles and steel faces 
in any finish.” 

For further information write 
Rock Island Register Company, 
2435 Fifth Avenue, Rock Island, 
Illinois. 


Harry Snow Takes Issue with Zideck as to 
Practicability of Fans in Furnace Heating. 


Vice-President of Furnace Fan Corporation Maintains That Use of 
Fan Remedies Many of Present Troubles of Gravity Heating Systems. 


HE following letter from 

Harry M. Snow, Vice-Presi- 
dent of the Furnace Fan Corpora- 
tion, Dowagiac, Michigan, and for 
many years actively engaged in the 
furnace manufacturing business, 
will be read with much interest by 
furnace men who are really inter- 
ested in improved installations: 
To AMERICAN ARTISAN: 

In your issue of July 14th, you 
print an article written by Mr. E. 
E. Zideck, Instructor in charge of 
Sheet Metal Work and Allied 
Trades at the Lincoln Institute, New 
York City, and I wish to take issue 
with him on various statements 
made in that article. 

The first statement, “Smoke and 
dust cannot enter the living rooms 
if the firing apparatus, the casing 
and the ducts are tight.” This is 
absolutely erroneous. No built-up 
structure, subject to large tempera- 
ture changes, is going to remain a 


hermetically sealed unit for long. 


This is true of any type of heating 
system. 

The real solution to not only the 
carrying of dust from the basement 
or gas and smoke from the heater 
up into the house where a warm air 
furnace is used, is in the use of a 
furnace fan. We have installed a 
furnace fan upon a furnace in 
which no cement was used for the 
joints, the furnace itself was cracked 
and yet we had no odor of escaping 
gas, no soot nor dirt was passed up 
into the house, through the warm air 
ducts, due to the fact that the fur- 
nace fan produced a pressure with- 
in the casing of the furnace itself 
which more than balanced the static 
within the combustion chamber, so 
that instead of leaking smoke, soot 
or dust or ashes from the ash cham- 
ber, combustion chamber and radi- 
ating section, the leakage was in- 
ward and towards the fire, driving 
the smoke and dust up the chimney 
instead of into the house. 
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His second paragraph stated, 
“that poor draught is more often 
caused by a leaking furnace than 
the too often blamed chimney,” 
Ninety-five per cent of all chimneys 
as built in the average home are too 
small and are wrongly constructed, 
due to ignorance. In regard to this 
statement, we must take into con- 
sideration the Amerjcan people, 
their hasty method of doing things, 
their careless method of doing 
things, and know that in the average 
installation cf a warm air furnace, 
the work is done by one who does 
not understand or appreciate what a 
real heating system means. 

We must meet this condition and, 
therefore, 1 say that installation of 
a furnace fan-in connection with 
any warm air furnace will do’ more 
to solve the problems, such as smoke 
and dust in rooms, poor draught, 
furnace overheating, diminished 
heating results, etc. Why? 


Because the essence of any heat- 
ing system is Circulation, and if you 
can establish a powerful and con- 
stant circulation at low firings, you 
do not have to force the fire, you do 
not have to depend on an intensely 
heated furnace with high stack tem- 
peratures, necessitating the best of 
draught, because your circulation, 
being positive and abundant at low 
firing, gives you adequate heat dif- 
fusion through the home. In fact, 
a furnace fan can be said to be a 
panacea that will clear up and cor- 
rect the great majority of the faults 
that have been attributed to warm 
air furnaces, “and their name is 
legion.” 

There can be no positive heating 
system with a warm air furnace de- 
pending upon gravity to produce 
the circulation. 

It is simply an impossibility, and 
the only way yet known to secure a 
positive circulation of air through- 
out the entire home with varying ex- 
ternal wind conditions, is by means 
of a furnace fan. 

In one of his paragraphs, Mr. 
Zideck states, “It is not the amount 
of air the casing holds that counts. 
What counts is the amount of air 
that can  unobstructedly move 
through it.” 
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This is absolutely true, but by 
means of a furnace fan, driven by 
a heating element within the furnace 
itself, we are able to deliver from 
1,250 to 1,800 cubic feet of air per 
minute over the heated surfaces of 
the furnace and thence to the rooms 
above. 

We might go on and take up each 
paragraph of the Professor’s arti- 
cle, but that is unnecessary. The 
writer has been intimately associated 
with the warm air furnace business 
for the past forty years and knows 
whereof he speaks, yet does not wish 
to seem arbitrary, but he does know 
from a wide and varied experience 
that a gravity system is a failure as 
a positive heating system, and he 
does know and can prove and can 
demonstrate that a furnace fan 
placed with any warm air furnace 
will give positive circulation of air 
throughout the entire home, elim- 
inate the gas, soot, smoke and ashes 
from passing up into the home, fur- 
nish adequate hot water for domes- 
tic purposes, provide normal humid- 
ity, and save at least one-third of 
the fuel required to do a_ given 
amount of work under a gravity 
system. 

His broad statement that “‘the use 
of fans in connection with a furnace 
is not a solution of the problem,” 
only reveals that Mr. Zideck has not 
kept in step with the progress and 
development of the past few years. 


A furnace fan should automatic- 
ally cause at least three times the 
volume of air to pass over the 
heated surfaces of the furnace and 
through the jacket that ordinarily 
passes through under a gravity in- 
stallation, and there are so many 
mistakes made in the average instal- 
lation, both as to size of pipes for 
the warm air to escape from the 
furnace and for the cold air to be 
carried to the furnace; so many 
times the cement is not placed in the 
joints or around the dampers, and a 
thousand and one other little things 
which an installer fails to do and 
which are all overcome by the use 
cf the highly developed furnace fan, 
that I emphatically take issue with 
the Professor in regard to his solu- 
tion of the problems confronting 


the warm air furnace, His solution 
of separate compartments no prac- 
tical man would consider for a mo- 
ment. The simpler the heating sys- 
tem, the more compact that system, 
and the less “fum-a-diddle” work on 
it, the better. A furnace fan with 
one moving part, entirely automatic, 
no lubricating or electrical connec- 
tions necessary, should be a solution 
to the problem. 
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Let us hear an intelligent and up- 
to-the-minute discussion upon the 
most ideal system of home heating 
yet devised, and by that I mean a 
warm air furnace with a furnace 
fan which is capable of performing 
its duty properly. 

Very truly yours, 
H. M. Snow. 

Dowagiac, Michigan, August 3, 

1923. 


Here Is Some Sound Advice on Heating 
Churches and Other Public Buildings. 


Guaranteeing Satisfaction Is Poor Way of Delivering 
the Goods as Pertaining to Furnace Installation. 


N THE following article, the 

Homer Furnace Company, Cold- 
water, Michigan, gives many help- 
ful pointers to furnace installers 
who may at some time have to figure 
on church jobs. 

The following information “is 
valuable, as it enables you to figure 
the heating of buildings of this kind 
without referring to the manufac- 
turer. 

Have you ever sold a furnace job 
to a Church committee or any other 
public body, when you had several 
people of different opinions to satis- 
fy? Were you able to satisfy them 
all and get your money, or did not 
have to remove it and charge your 
trouble to profit and loss? On sev- 
eral occasions we have authorized 
the removal of several furnaces 
from buildings, not because the fur- 
nace was not heating the building, 
but simply because certain members 
so often found in committees could 
not and would not be satisfied. It 
has therefore become necessary that 
we cease this mode of doing, and 
so will not from this date be respons- 
ible for furnaces sold to churches, 
community halls, etc., wherein a 
committee has been appointed to 
buy a heating plant, and below are 
reasons : 

Any building which is closed with- 
out heat for several days becomes 
so chilled throughout that it cannot 
be heated in the time taken to heat 
the ordinary dwelling. It should 
then be included in the contract that 


a fire be started at least five hours 
before the building is to be used, and 
in extremely cold weather a fire 
should be built in church furnaces 
on Saturday night that the building 
will be comfortable for morning 
services on Sunday. But, although 
the committee will agree to do this, 
the janitor may become obstinate 
and will not do the work, with the 
result that the building is not prop- 
erly warmed, and the congregation 
will notice it-and blame the furnace, 
This agreement with the committee 
should be in writing. 

There are always people on a com- 
mittee who will insist on impractical 
systems of installation, and if the 
dealer or manufacturer uses his ex- 
perienced knowledge in the placing 
of heating plant, these parties will 
never be satisfied, and will always 
insist that their system was correct 
and the furnace should have been 
installed that way. Therefore, it is 
a very good plan to insist on a heavy 
partial payment when the furnace 
is installed, and the balance of the 
money at an early date. After a 
heating plant has been paid for you 
will very seldom hear a complaint, 
but if the deal is allowed to run all 
winter “on trial,” it is an even bet 
that the committee will ask you to 
remove it in the spring. Result :— 
You have a second hand furnace on 
hand, and you are out your time 
and effort put on the deal. 

Remember that a furnace fired 
slowly will give better results than 
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Fig. C-1—Floor Slopes to Pulpit. All 
Registers Located Near Pulpit. 


when fired to the extreme, when the 
circulation becomes blocked and cold 
air “layers” are noticed within about 
three or four feet from the floor. 
This is caused on account of the 
extremely heated air traveling fas- 
ter than the return of cold air. 
Heated air has a tendency to expand, 
while return air is normal in its 
movement. 

Never guarantee a furnace to give 
satisfaction, because you will find 
many people who will not be satis- 
fied, if there is a chance of financial 
gain by being otherwise. Guarantee 
the furnace to heat the building in 
which it is installed. Don’t depend 
on what the people say, but use the 
reading of a good thermometer for 
your proof. Don’t hang a_ ther- 
mometer on an outside wall or cas- 
ing, as it is not a fair test. The out- 
side air is liable to leak through 
the windows and affect the ther- 
mometer. The wall also is some- 
times penetrated by the extreme cold 
outside. Hang the thermometer 
about a foot from the outside wall 
and about on the level with the head. 


If the building has a balcony, 
which is generally about 10 feet off 
the floor, it will be much warmer 
there than on the main floor. This 
is natural, as heat naturaliy rises. 
It is always well to have this under- 














Fig. C-2.—Warm Air Delivered in 
Center. Cold Air Taken from 
Opposite Ends. 


stood with your customers that they 
will not complain afterwards. 

In figuring the capacity of a large 
building, always figure to install at 
least one-half more heating capacity 
than the rating. For example, take 
a building of about 45,000 cubic 
feet. The Homer Furnace Company 
would recommend the installation of 
a 24-inch and 28-inch furnace. This 
makes you safe because you are then 
positive the building will be well 
heated. The rating in our catalog 
Is correct tor any ordinary heating, 
but you must remember that the 
church is a hard building to heat 
for three reasons :—(1) Because it 
is cold all the week; (2) Because 
vou have many different opinions to 
satisfy; (3) Because of the high 
ceilings that are found in churches, 
which must be heated thoroughly 
before any warmth is realized on 
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Fig. C-4—Warm Air Delivered Two 
Center Aisles. Cold Air Taken 
Opposite Corners of Building. 
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Fig. C-3—Warm Air Delivered in 
Center Aisle. Cold Air Taken 
from Outside Aisles. 


the floor where the people sit. The 
best secret in church heating is to 
so install the heating plant that the 
congregation will be so “excited” 
over the results that you can collect 
the next day. The proper thing to 
do in church heating is to personally 
superintend the firing of the furnace 
at its first trial. 

Use your own judgment in quot- 
ing a price on a church heating plant. 
Don’t be afraid that your price is too 
high, because, if your competition 
tries to install a cheap job and takes 
a gambling chance, the result is that 
he will have to remove it. If the 
church expects.a donation set your 
price high enough to offset it. 


An example :—The other day one 
of our dealers asked our salesman 
to figure out a church job which he 
could guarantee. He did, and set a 
price of $360.00. The dealer was 
alarmed, thinking the price too high. 
The proposition was presented and 
accepted. The committee then 
showed our salesman a proposition 
made them by another furnace con- 
cern, whose price was $900.00! 

Before estimating a heating plant, 
always look at the windows, the 
doors, the basement windows and 
walls to see that they are all tight 
and will not cause_ unnecessary 
drafts when the building is to be 








warmed on a very cold day. Always 
note that seats or pews are not built 
to the floor, hindering the movement 
of return air to the register. Another 
point: Nearly all churches and as- 
sembly halls have sloping floors, so 
that the speaker stands at the very 
lowest point; the furnace must be 
placed at this point as cold air will 
not ascend, but will very easily de- 
scend along an inclined floor. Last 
but not least we must quote from 
one of our employes, who has in- 
stalled thousands of heating plants 
in all kinds of buildings. 

“Any person or persons will stand 
all day, or during the evening in a 
cold wind or drizzling rain listening 
to a street fakir and not complain, 
but if these people should go to 
church and feel the least bit uncom- 
fortable it will be a mighty good ex- 
cuse for them to stay home the next 
Sunday.” 

The four illustrations show floor 
plans of churches which will help 
you in your judgment as to the loca- 
tion of the warm air and cold air 
registers. 

Floor plan number C-1 represents 
a church with the floor sloping to 
the pulpit. In this case the regis- 
ters should be near the pulpit or at 
the lowest point in the floor. Cold 
air will not ascend but descends 
readily. 

Floor plan number C-2 represents 
a church of the same type, except 
seats, with the main basement under 
the center of the building. Delivery 
of warm air is made in the center 
aisles and cold air is taken from op- 
posite ends of the church. 

Floor plan number C-3 represents 
an ordinary church with level floor 
and two rows of seats. Warm air 
is delivered in the center aisle and 
cold air is taken from the outside 
aisles, 

Floor plan number C-4 represents 
a church of the modern type with 
warm air delivery in the two center 
aisles and the cold air taken from 
opposite corners of the building. 

Any of the above plans may be 
deviated from in case conditions de- 
mand a change, but great care should 
be taken in proper location of the 
registers at all times. 
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Furnace Manufacturer Recognizes and Uses 
Power of Furnace Demonstration to Edu- 
cate Public to Value of Smoke- 

Burning Furnace. 


Installer Shows Prospective Customers How, by Burning 
Mine Run Coal, the Furnace Materially Reduces Coal Bills. 


F the numerous and varied 
methods now used to educate 
the public into using a new product 
or emphasizing new and improved 
features of an old one, nothing suc- 
ceeds like the actual demonstration. 
Tell a man that you have a solu- 
tion to his troublesome and irritat- 
ing problem and he will go out of 
his way to see it demonstrated. 
Every man at the head of a family 
has been up against the problem of 
how to increase the efficiency of his 
heating system and at the same time 
reduce the cost of operation. 

Take a look at the accompanying 
reprinted advertisement for one 
minute and see if you have not a 
desire to see the demonstration 
which the ad announces. 


This advertisement is an excel- 
lent example of good advertising. 
It takes but a glance to read it, 
nevertheless, it tells the story. Study 
it carefully and you will find that 
none of the fundamental principles 
have been violated; in fact, they 
have been improved upon. 

Note the “catchy” head. “A Fur- 
nace that Burns Smoke.” Just what 
you have been looking for all the 
time. “No soot, saves coal and burns 
mine run.”” By this time the eye 
is fairly racing on to grasp every 
word which follows. How you drink 
in the news that you can see the 
thing demonstrated! Ah, there’s the 
big point, can they prove it? Yes, 
they invite you in to see it work. 
Who? Eagle Plumbing & Heating 
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A Furnace That 


Burns Smoke 
The New Superior 


SMOKE BURNING FURNACE 


BURNS THAT BLACK SMOKE — NO SOOT 


BURNS MINE RUN COAL 


Special Demonstration All The Week 


If you are in the market for a furnace don't fail to — 
see the special demonstration of this remarkable furnace. 


WE HAVE ONE FIRED UP TO SHOW YOU 


The furnace illustrated above is the pipeless model— 
the one below is the pipe furnace. Come in and see the 
nost economical heating unit you have ever seen. 


DEMONSTRATED ALL WEEK, STARTING APRIL 


Eagle Plumbing & Heating Co. 







Pipe or Pipeless 


SAVES COAL os 
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Illustration Shows How Advertisement was Prepared to Induce People to Visit 


Store and See Demonstration. 


An Excellent Specimen of Cooperatior 


Between Manufacturer and Installer. 
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Company, Eagle Grove, Iowa. 

This ad shows one of the meth- 
ods in use by the Utica Heater Com- 
pany, Utica, New York, to help the 
dealer sell New Ideal and New Su- 
perior furnaces. The ad is strictly 
educational, and it- does the work 
it was intended to do, because it has 
made its appeal where the shoe 
pinches in many cases and to the 
material curiosity of human nature 
in others. 

The value of a demonstration of 
this kind lies in the fact that the 
demonstration comes into personal 
touch with the prospective 
tomer. He has a chance to explain 
all there is necessary to know about 
the furnace, while at the same time 
his statements are being backed up 
by the actual performance of the 


cus- 


























thing demonstrated has utility value 
and is based upon sound principles. 

The advertisement shown is so 
simple and yet so full of meaning 
that it attracts and produces results. 
Study it carefully. 





Employes Success Heater, 
Des Moines, Iowa, Have 
Their ‘“‘Picture Took” 


Among our many friends we list 
the name of the Success Heater and 
Manufacturing Company, 1015 
Murphy Street, Des Moines, Iowa. 

In a letter which we received 
from them the other day we were 
delightfully surprised to find a noti- 
fication that they were sending us 
under. separate cover a photograph 
of their plant and a group of sixty- 
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neapolis Sheet Metal Contractors’ 
Association of the Standard Fur- 
nace Code: 

To AMERICAN ARTISAN: 

“After a bitter fight, lasting ap- 
proximately three months, the 
Standard Furnace Code as adopted 
ly the National Warm Air Heating 
é& Ventilating Association, the Na- 
tional Association Sheet Metal Con- 
tractors, Western Warm Air Fur- 
nace and Supply Association and 
the Minnesota State Sheet Metal 
Contractors’ Association, was adopt- 
ed by the Furnace group of the Min- 
neapolis Sheet Metal Contractors’ 
Association. 

“A committee was appointed to 
present this Code to the committee 
now in charge of getting up a new 
Building Code for the city of Min- 











furnace. The thing is there where 
the customer can see it, feel it; 
where he can believe his own eye- 
sight. Then, too, the prospect gets 
acquainted with the store and the 
objects and people in it. It is no 
longer just a building to him; it has 
meaning to him. That is the store 
where he saw the pipeless, smoke 
and mine run coal burning furnace. 
He has got acquainted and the next 
time he has anything to do with a 
furnace he will have the demonstra- 
tion and everything associated with 
it in mind. 

This advertisement can be studied 
profitably by everyone in the trade, 
as what is true concerning a fur- 
nace demonstration is also true of 
any other form of demonstration 
provided always of course that the 


Group of Employes of the Success Heater and Manufacturing Company, Des Moines, Iowa, Photographed Before the 
Huge Plant of the Company July 14, 1923. This Plant Has Been Built Up Within the Last Three Years. 


five employes photographed at noon 
of July 14, 1923. 

The letter from the firm stated 
that this is the largest force of em- 
ployes this company has had at any 
one time in its long career, and a 
happy “family” they appear to be. 

The photograph illustrates the 
results of the upbuilding of this in- 
stitution during the past three years. 





Standard Furnace Code Triumphs 
in Furnace Group Minneapolis 
Sheet Metal Contractors. 


E. L. Jaynes, President of the 
Northwestern Furnace & Supply 
Company, Minneapolis, Minnesota, 
sends in the following important an- 
nouncement regarding the adoption 
by the Furnace Group of the Min- 





neapolis. The committee in charge 
of writing the Code is composed of 
eight architects, eight heating and 
ventilating engineers, with Mr. 
Lang, of the Board of Underwrit- 
ters, as chairman. 

“The Minneapolis Furnace Men’s 
Association is to be congratulated on 
adopting this Code unanimously 
at its meeting in Minneapolis 
Wednesday evening, August 1. 

“It is expected the committee will 
get the complete Code to the alder- 
men for its adoption in about four 
months, and it is hoped the Code 
will be adopted without material 
change or very much opposition.” 





About this time see what you can 
do to make your advertising better 
than that of your competitors. 
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Blow Pipe Hoods Must Conform in Size and Shape to 
the Machine upon Which They Are to Be Used. 


Special Blowers Will Require Special Hoods, but Here Are 
Three Designs Which Cover the General Run of Hoods. 


Written Especially for AMERICAN ARTISAN AND HARDWARE REcorpD by O. W. Kothe, Principal, St. Louis Tech- 


N piping various machines for 

bucking and woodworking, great 
variety of hoods are met with. Some 
workmen prefer to make them this 
way; other machine operators re- 
quire this or that special feature, 
and so, each machine requires its 
own special study. 

To hood belt sanders is often 
quite a task, because the dust is car- 
ried along around the wheel, and as 
the sand on the belt becomes filled 
with fine sediments, it is difficult to 
clean it. Some workmen have tried 
placing brushes on the machine in 
such a position as to rake the dust 
on the belt as it passes through the 


nical Institute, St. Louis, Missouri 


hoods, but this is not so satisfac- 
tory as it seems. Other workmen 
seek to enclose the entire rear end 
of the belt, as we show it in the 
first drawing. The side is arranged 
for a door, in order to enable the 
workman to take off the belt when 
necessary. This is about as prac- 
tical an arrangement as can be pro- 
vided, where difficulty is met with 
in removing the dust from the 
belt. 

The second drawing shows a hood 
seen with many woodworking ma- 
chines. It is an odd design, show- 
ing individual treatment over the 
general hoods a person meets with. 


But the main feature is to observe 
that the hood is designed so that 
the knives throw the refuse into the 
air blast. Some machines require 
hoods of one design, while other 
machines require those of another 
design, since different makes of ma- 
chines have different arrangements. 

The third drawing shows a com- 
mon bucking wheel hood, often 
used in shoe factories, where the 
top is made on a hinge and enables 
throwing back when work must be 
held in such positions if the hood in- 
terferes. These hoods are only 
about four to six inches wide, their 
width being governed by that of the 
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Working Drawing Shows Three Methods of Making Patterns for Hoods on Woodworking and Bucking Machines. 
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pulley wheel on the machine. 
Other hoods, such as saw hoods, 
must also be designed to suit the 
machines they are to be attached to. 
In this case we have the swinging 
cut off hood, a small band saw hood 
and also another swinging cut off 
saw hood. The latter is a differently 
designed machine than the former. 


If You Want Service and Then 


In just what manner to design 
the outlet of hood must be governed 
by the location of the piping system, 
and where the machine is located. 
Sometimes these must be led around 
to the back and other times in hori- 
zontal position. But, in general, 
they are made as we show them 
here. 


Some, Pay 


a Little More for the “Then Some,” 
Says Greenberg. 


It Is the “Then Some” 


That Pleases and 


Makes Business a Happy, Enthusiastic Game. 


Written Especially for AMERICAN ARTISAN AND HARDWARE RECORD 
by J. C. Greenberg, Cleveland Ohio. 


IM HENNESEY and his eldest 

son, ten years of age, were hav- 
ing a business transaction that was 
unique, to say the least. It was on 
a Friday afternoon after school 
hours when I found them negotiat- 
ing this important deal. It seems 
that Jim had arranged to give his 
son 75 cents a week on condition 
that James Junior would bring a 
good report from school at the end 
of the week. The condition was 
that Junior was to stand no less 
than “80” in all studies each week. 
Junior “came across with the goods” 
and was right on the job for the 
money, which Jim was handing him 
when I entered the office. The boy 
left immediately after getting the 
money, and Jim turned to me with 
a smile, saying: “This is some sys- 
tem I have with Junior. I pay him 
a salary for getting high marks in 
school, and it works like a charm. 
The boy just hustles and gets high 
marks each week.” 

“It is a good idea, Jim,” said I. 

“It certainly is,” replied Jim. “I 
pay him for the high marks. If he 
falls down, he is broke for the week 
following the low marks. In this 
way he has spending money and 
feels good.” 

“Jim,” I asked thoughtfully, “do 
you consider the money as paid for 
high marks ?”’ 

“Certainly I do,” Jim answered. 
“If he does not get the mark, he 


does not get the money; therefore, 
[ am paying him for his marks.” 

“You are mistaken, Jim,” I said. 
“You are not paying him for marks ; 
you are paying him for enthusiasm. 
The 75 cents a week is paid him 
for getting enthusiastic over his 
work in school. It is well worth 
the price, but forget that you are 
buying marks; you are buying en- 
thusiasm for the money.” 

“T don’t care what you call it,” 
Jim replied, “the money ‘brings 
home the bacon,’ whether you call it 
enthusiasm or marks. What is the 
difference, anyway ?” 

“There is a lot of difference, 
Jim,” I answered. “If you call it 
marks, you are merely spending 
money for what you cannot use; 
but if you call it enthusiasm, you 
are buying something that you can 
use right here in your business to 
good, profitable advantage. It all 
depends on just how you _ look 
at it.” 

“TI don’t quite understand you,” 
Jim said, feeling somewhat puzzled. 

“Well, let me explain myself, 
Jim,” I said. “If you look at this 
matter as buying enthusiasm, you 
can well apply it in your own busi- 
ness; but if you are merely con- 
sidering it as buying mere marks, 
then you are losing 75 cents a 
week.” 

Jim laughed and said: “I'll bite, 
what’s the answer ?” 
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“The answer is this,” I replied, 
“vou must look at this matter in the 
light of enthusiasm. You are giy- 
ing Junior 75 cents a week for be- 
coming enthusiastic over his school 
work, and this enthusiasm spurs 
him on to get the high marks that 
he is getting. Now, suppose you 
take this system into your own busi- 
ness and buy this same enthusiasm 
among your workmen to inspire 
high averages in their work, how do 
you think it would work out, Jim?” 

“This sounds good, old man,” 
Jim replied, “but how are you go- 
ing to apply it?” 

“Just like this,” I answered, 
“Keep track of your comebacks on 
jobs, and keep track of the men who 
have these comebacks. You will 
soon find out that the workman who 
shows the comebacks is a losing 
proposition to you. This will put 
you in touch with the fact that some 
men are more profitable than others. 
Make it a rule to offer a small prize 
—say a dollar a week—to the man 
who has no comebacks. Each man 
will be anxious to win a prize, and 
it will arouse enthusiasm among 
them. When this is done, you will 
reduce the number of comebacks, 
and thereby increase your profits. 
In spending $3 a week or so, you 
will gain much more in saving use- 
less expense that is incurred through 
comebacks which are done without 
charge. You see, Jim, by adopting 
this scheme, you are spending a 


' little money, and saving a_ great 


deal ; at the same time, you are gain- 
ing a reputation for speedy and 
accurate work.” 

“Doggone it, but that sounds good 
to me!” Jim exclaimed. 

“It is good, Jim,” I said. “Work- 
men are human beings and have 
pride in their work. A little en- 
couragement arouses enthusiasm 
and creates interest, which means 
dollars and cents to you and your 
men. I look at grown men as being 
big, good-natured kids. They want 
to see the bright side of life. They 
like to compete with each other just 
like kids do. In order to create 
good-natured competition among 
your men, you must give them some 
incentive. The best incentive is real 
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money with which they can buy 
something. It works well with your 
boy and will work equally as well 
with your workmen.” 

“You have sold me the idea,” Jim 
replied. “I see it now better than I 
saw it at the beginning. Enthusi- 
asm is the right word.” 

“Certainly it is,” I added. “Where 
there is no enthusiasm there is noth- 
ing worth while. Arouse enthust- 
asm among your men, and you will 
get loyalty and human conduct. 
Give your men something to strive 
for besides mere wages and you 
show them a human interest that 
most employers do not show. Wake 
up personal pride, and you are cre- 
ating a motive that no man can 
ignore. A prize is a reward for 
doing work that is_ satisfactory. 
Getting a reward is better than get- 
ting wages, and means a lot more 
to the man who gets it. Jim, I am 
sure that if you treat your men 
along the same system that you treat 
your own boy, your men will appre- 
ciate it and you will get the desired 
results. It is worth trying because 
it cannot fail.” 

“Now let me see,’ Jim said, 
thoughtfully, “I have seven men on 
the pay roll, and if four of them 
vin, that means $4 a week added to 

iv overhead. How shall I charge 
this money on the books?” 

“Charge it to insurance,” I re- 
plied, laughing. 

“Insurance? How is that going 
to work out?” Jim asked. 

“It will work out very well,” I 
“It is in reality an in- 
It is an 


answered. 
surance against comebacks. 
insurance against careless work. It 
is an insurance against lost interest. 
It is an insurance against a lack of 
enthusiasm. It is a good insurance, 
and is the best insurance you can 
possibly buy.” 

“Insurance it is,” Jim said, with 
finality. “You have sold me the 
best idea that I have ever bought, 
and I want to thank you for it. 
Gee! It is so simple and so prac- 
ticable that I am surprised at my- 
self for not having thought about 
it before. This system starts Mon- 
day.” 

Dear reader, what do you think 


about it? Do you think you can 
apply it in your business? If you 
have any objections to it, don’t adopt 
it, but remember this one thing: 
“You are entitled to the kind of 
service that a man can give you. 
If you want service and then some, 
pay a little for the ‘then some.” 

After all, it is the then some that 
pleases you and your customers, 
and makes business a happy, enthu- 
siastic game. Take this article for 
what it is worth to you. Profit by 
it, or just sail along and be penny 
wise and pound foolish. 





Secretary Mooney, Ohio 


Sheet Metal Men, Writes 
Secretaries of Ohio Locals. 


In the letter from 


Mooney, Secretary of 


following 
George F. 
Ohio Sheet Metal Contractors’ As- 
sociation, the secretaries of the Ohio 
locals are invited to use his office as 
a clearing house for all their trials 
and tribulations : 

This is just a little get acquainted 
letter from your new state secretary. 

I am not going to indulge in plat- 
itudes about the honor conferred on 
me, knowing that if tangible results 
are not forth-coming, the honor will 
resolve into a disgrace, so the all 
important consideration is results. 

I am very desirous of getting 
“hold” of the work at the earliest 
possible date and it appears to me 
that the first essential is a cordial 
and lively companionship with the 
executives and members of the local 
associations. 

You now have a right to expect 
that the Secretary’s office is a clear- 
ing house for all tribulations and 
aspirations of the trade and if your 
problems are poured into it, you will 
receive the benefits of the collective 
strength and wisdom of the indus- 
try; it is with this consummation 
in view that I appeal to you to keep 
the Secretary’s office loaded up with 
anything and everything which 
arises out of your experience that 
you have any reason to believe is of 
any interest to the industry and in 
that way the collective experience 
will be built up. 

With the problems accumulated 


AMERICAN ARTISAN AND HARDWARE RECORD 25 


they will receive prompt attention 
based upon the collective experience 
of the industry and a correct solu- 
tion of the problem will be found. 

The Secretary’s office is not an 
individual, but an institution; you 
cannot impose upon or offend it; 
just fire away at it at the moment 
you get the impulse and I assure 
you you will receive a return. 


Remember, we are in close touch 
with the state departments, espe- 
cially with the industrial commis- 
sion, and can give you quick service. 
In legislative years, we are advised 
up to the last minute as to the status 
of legislation, and are in close touch 
with trade organizations that take 
precautionary measures to defend 
industry. 

In a short time I will circularize 
the trade upon the proposed amend- 
ment to the Constitution of the 
State of Ohio, the passage of which 
will enable you to obtain complete 
coverance under the “Workmen’s 
At the present 
time it is possible for you to be 


Compensation Act.” 


wiped out of existence through the 
open liability clause of the present 
Constitution. 

I trust you will realize that the 
amount of service this office can 
render to its members will be large- 
ly determined by the contact they 
maintain with it. So don’t hesitate 
to communicate with us and, when 
in Columbus, don’t fail to reserve 
enough time to call on us. 

GrorGceE F, Mooney, 
Secretary, Ohio Sheet Metal Con- 
tractors’ Association. 


Harry Derrough Establishing 


Sheet Metal Shop at 
Champaign, Illinois. 

Harry Derrough is establishing a 
sheet metal shop at 26 East Colum- 
bia Avenue, Champaign, Illinois, 
and is desirous of having catalogues 
carrying prices on articles used in 
that line. 


Every day we see men of only 
average talent passing their brothers 
on the road to success, simply be- 
cause they are possessed of that 
blessed trait of application. 
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August Kline's Experience 
with Range Peddlers. 


Mention is made in the Ame_ErI- 
CAN ARTISAN AND HARDWARE REc- 
orD of steel range peddlers doing, or 
trying to do, business from a stock 
of ranges in a wagon, moving from 
place to place. Among notes from 
regular dealers in several districts, 
one from a dealer in Iowa, who, by 
an effort, instead of getting “glum,” 
increased his own sales greatly by 
the advent of the peddler, reminded 
me of an occurrence long past. 

Forty years or more ago, before 
a quietus was placed on penitentiary 
contract work, stoves and ranges 
were made in great quantities by the 
convicts at Columbus, Ohio. They 
were contracted for by outside par- 
ties with state officials, and at a price 
that would mean ruination to a legit- 
imate foundryman paying fair 
wages to his employes. These 
goods were made almost entirely 


from old scrap iron, except the 
covers or lids over the cooking 
holes. 


It was said by one of the contract 
men interested: “Occasionally a 
casting, too hard, will crack. For 
all that, it is cheaper to furnish an 
extra piece once in a while than to 
use pig iron throughout the range.” 
No consideration for the buyers’ 
expense for express charges, lost 
time, worry and inconvenience in re- 
placing with the extra piece, and 
doubtful if he could do it at all. 

Long time notes were taken at 
the highest rate of interest, 10 or 
12 per cent, compound. Elaborately 
nickled, highly polished with stove 
blacking, the loose fittings, filled 
with stove cement, were lost sight 
of. 

August Kline’s son, Daniel, be- 
came greatly exasperated when the 
peddlers entered his father’s neigh- 
borhood. 

August was an old-time New 
Holland tinner, with sterling quali- 
ties, honest as they make them, and 
no man’s fool. Locating in Ohio 
from Pennsylvania (Pennsylvania 
Dutch), he established a stove and 
tin store. 

“From vat iss id, Daniel, yuh got 
so oxcitemundt ?” 
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“T’ve got it a reason,” answered 
the young man. “Them lyin’ ped- 
dlers out from the country iss tellin’ 
the farmers an’ vimmen it vas that 
their -tofes iss regulationed so fine, 
as the bake oven vas cold when they 
vas cookin’.” 

“For vat iss a gook stofe, Daniel ? 
A refricheration box ?” whimsically 
asked the man. 

“Yes, but he takes from the stofe 
the lidts off, and lets the farmer 
hammer them with a sledge, an’ it 
don’t got busted to pieces,” earnest- 
ly replied the boy. 

“Vell, if der farmer wants it to 
buy a strikin’ machines, a stofe lidt 
don’t gif der numbers,” coolly said 
August. 

“He’s got a song and dance story 
he tells about oxychin an’ niteochin 
wich iss combustioned unner the 
bake oven, by the draft plates, wich 
will make like it snow-flake biskets 
from cornmeal,” said Dan in dis- 
gust. 

“An’ I oxpection vas id, he had 
some Holland chin he could put it 
der ofen in a hog’s ear, undt id vas 
comd out roasted shicken,” smiled 
August. 

“Yas, pap! but the nickle! It 
looks like vas a parlor where it be- 
long, besides a kitchen. He say it 
vas so easy to blacken when the 
nickle vas tooked off from there 
wasen’t much left to go over.” 

“Ya-as, vell id vas easy from me 
to vash mein feet ven der socks vas 
tooked off. Budt id vas hell from 
me to got a glean pair pack on vonce 
more,” said August, seriously. 

“Effer since it, Mrs. Rosey 
Schmachtenberger comd in to puy 
a stofe, an’ said she dident vant von 
off der oldt kind vich haf der smoke 
go oudt der pack side, she vant von 
off dem new kind vich haf sex holes, 
I been keepin’ der pestest ranches 
made. Niggle! Vat vas niggle help 
a gook stofe to gook? Daniel, der 
pest gookin’ I effer had vas years 
ago ven your mudder used to gook 
at a fireplaces, an’ pake in it, a 
Dutch ufen. 

“You vant to got it rewenge midt 
dem peddlers! Vell, Daniel, take it 
a couple-a five dollar pills out midt 
der drawer, an’ take it the hearth 
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plate off from a ‘Silver Star’ 
ranche, dem Osborn brudders up 
in Clefeland mages; an’ git after 
does penicentury fellers, bet him a 
five er ten, from one lick, is it more 
pieces on his hearth den yourn. 
Take a coupla lids off der ‘Maud S,.’ 
ranche, an’ bet on der most damach 
in half a dozzent licks. Foller him 
up, der lyin’ tief. Here vas fifty 
more. Run der windt spouter oudt 
midt der county.” He did. 





Written especially for Armerican 
Artisan and Hardware Record by L. §. 
Bonbrake, County Hospital, Peoria, 
Illinois. 





Sauerbraten Served A La Jeskhe— 
Hammann-Eschenberg Knebel’s 


Park Mequon, August 15. 


As previously announced, the an- 
nual picnic of the Master Sheet 
Metal Contractors’ Association of 
Milwaukee has all been arranged for 
and will be held on Wednesday, 
August 15, 1923, at Knebel’s Park, 
Mequon, Wisconsin, where a sump- 
tuous sauerbraten dinner (a la 
Jeske-Hammann-Eschenberg) with 
the necessary—nuff sed—will be 
served at one o'clock sharp. 


Those who desire can meet at the 
Builders’ and Traders’ Exchange, 
456 Broadway, where the start will 
be made at 9:00 a. m. for the picnic 
grounds. Others who wish to go di- 
rect can reach the picnic grounds by 
taking either the Green Bay road 
via Third Street, or Teutonia Ave- 
nue to Keipper’s Park and then pro- 
ceed via the Cedarburg road, which 
will bring them to their destination. 

Come early, with pep and fun in 
your system; grouches will be ten- 
derly cured and stored for future 
events. All arrangements for 
games, etc., have been made. Hol- 
litz’s famous band will furnish all 
the operatic and classical music. 


At ten p. m. (or sooner) taps will 
be sounded and all will proceed 
homeward, led by Hollitz and his 
famous band. 

Each invitation being sent out 
contains a card upon which you are 
expected to notify the committee of 
your intention to attend. The card 
is as follows: 
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Committee on Arrangements: 
“ | (We) will attend the annual pic- 
nic to be held at Knebel’s Grove, 
Mequon, on Wednesday, August 15, 
1923, and kindly request you to re- 
MUS J adeests plate for the one 
o’clock dinner for me. 
(0 eros ree Mees 
Address postal cards to R. Jeske, 
Chairman, 112 Reservoir Avenue, 
Milwaukee, Wisconsin. 





Scientific Method Shows 
Schumacher Dust Collector 
Measurements to Be Incorrect. 

In our August 4th issue, page 27, 
we published an inquiry made by 
Wieseke & Schumacher concern- 
ing a dust collector. Hamilton and 
Hamilton, Springfield, Ohio, have 
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Hamilton Measurements Scientifically 
Computed. 


submitted a diagram of a device for 
collecting dust similar to the one of 
Wieseke & Schumacher, but Ham- 
ilton and Hamilton claim that the 
measurements of the Schumacher 
device are incorrect, with the excep- 
tion of the dimension of the outlet 
which is twelve inches in both cases. 


The letter from Hamilton and 
Hamilton is as follows: 

To AMERICAN ARTISAN: 

In answer to the inquiry of R. F. 
Schumacher, on page 27 of your 
August 4th issue, we wish to state 
that we have just completed the in- 
stallation of a dust collector similar 
to the one submitted by Mr. Schu- 
macher. We wish to state, how- 
ever, that, with the exception of the 
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measurements of the outlet, Mr. 
Schumacher’s measurements are all 
wrong. We have a system whereby 
we can figure scientifically the meas- 
urements for any size of collector 
required. The accompanying dia- 
gram shows the measurements of the 
dust collector which we have just 
installed. 
HAMILTON AND HAMILTON. 
Springfield, Ohio, August 6, 1923. 


$600,000,000 Worth of Metal Consumed 


Annually by Rust on American Homes Alone. 


Concluding Remarks of Address by John F. Gowen, Delivered Be- 
fore Pennsylvania Sheet Metal Men at Allentown, July 26 and 27. 


N our issue of July 28, carrying 

the report of the Allentown, 
Pennsylvania, Convention, we pub- 
lished, together with other speeches, 
an address under the heading: 
“$600,000,000 Worth of Metal Con- 
sumed Annually by Rust on Ameri- 
can Homes Alone,” by John F. 
Gowen, of the Research Staff of 
the Copper and Brass Research As- 
sociation. 

This address appeared in part on 
pages 22 to 25, of that issue, but 
Mr. Gowen had also written a very 
instructive and comprehensive sum- 
mary to his address which due to 
lack of space in that issue we were 
obliged to hold over. 

These remarks, beginning where 
they left off in the July 28 issue, 
page 25, are as follows: 

So much for theory. The ques- 
tion naturally arises—“How do I 
apply the theory to practice?” We 
all have seen copper jobs crack and 
tear loose and split, and we all have 
said, “Expansion and contraction” 
and shaken our heads wisely and 
gone our way sorrowing over the 
one overwhelming defect in an 
otherwise perfect material. 

It has been, as I said at the be- 
ginning, part of my work for some 
time past to investigate these fail- 
ures. I say unreservedly, gentle- 
men, that I have yet to see a so- 
called failure through expansion 
where I have not found some faulty 
installation, some failure to observe 
the simple fundamentals of con- 


struction I have outlined. These 
fundamentals, you will note, cover 
points where carelessness can do ir- 
reparable damage. Proper observ- 
ance of these points will take care 
of expansion and contraction. 

Let me summarize them. I call 
them the decalogue of copper roof- 
ing: 

1. Use 16 ounces soft-rolled 
(roofing temper) copper only— 
never hard-rolled (cornice temper). 
Never use lighter sheets. 

2. See that the laying surface 
is smooth and well covered with 
good grade paper. 

3. Use large two-nail cleats— 
never skimp—and place them not 
more than twelve inches apart. 

4. Use copper nails only—never 
iron. Never nail if it is possible 
to cleat. If nailing must be done, 
so arrange that the sheet is free to 
move. 

5. Make full sized joints—at 
least 1%4 inches standing seam and 
1% flat seam. 

6. Tin carefully and well. 

7. Use resin for a flux. If you 
must use killed acid, prepare it your- 
self and be sure it is harmless. 

8. Use the best solder and use 
lots of it. Use heavy soldering cop- 
per. 

9. Avoid sharp bends in copper 
sheets. 

10. Allow for movement of the 
copper at every intersection of 
planes by the use of large free- 
locked joints. 
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Copper is a “live” metal, gentle- 
men. It will not take abuse. It de- 
mands proper treatment, and like 
Samson, if it can’t get it, it will 
pull down the temple. We have a 
slogan which has appealed to many 
plumbers—**You can't argue with a 
piece of pipe.” This may well be 
changed to “You can’t abuse a sheet 
of copper.” 

For you can’t, gentlemen, and the 
sooner what constitutes “abuse” is 
generally known and _= guarded 
against, the sooner you will get sat- 
isfactory results with copper work, 
and the sooner you will bring back 
to the sheet metal trade the work 
that the ready-roofing fellows have 
appropriated. 





Purnell Combines Bold Face 
Type and White Space Effectively 
in Roofing Announcement. 

As the headline of any advertise- 
ment is of the utmost importance 
in attracting the attention of the 
reader and exciting his interest, this 
must be written with great care. 

In the accompanying announce- 
ment of the Purnell Roofing Com- 
pany, Incorporated, 826 North 
Boulevard, Chicago, you have an 
excellent example of an attractive 
headline: “Roofing at Pre-War 
Prices Now.” It fairly shouts up 
at you from the paper. This head 
is produced by using bold-faced 
type, with a comparatively large 
amount of white space. The object 
of this is that the eye, in running 
over the paper, finds nothing to rest 
upon until it reaches the lettering, 
then its attention is arrested and 


concentrated. To arrest and con- 
centrate attention is the object 
sought in all headline writing. In 
addition to this, it must create in- 
terest so that the reader will want 
to read further. 

The data found on the card is 
complete. It contains all the infor- 
mation necessary to put any one in- 
terested in roofing material in touch 
with a reliable firm immediately and 
no more. 





This Code of Ethics Applies 
Equally Well to All Trades. 


The wholesale and retail grocers 
of Montana have taken the bull by 
the horns in the matter of unfair 
trading and have united on a code 
of ethics in which they lay down the 
law not only for their mutual rela- 
tions, but also for the guidance and 
government of manufacturers. In 
substance the code is given as fol- 
lows: 

The code lays down certain prin- 
ciples which the Montana Whole- 
sale Grocers’ Association and Mon- 
tana Retail Merchants’ Association 
hope to have both branches of the 
trade follow in the future conduct 
of their business. In sending out 
the “code of ethics,” Secretary H. 
W. Schnell of the retailers’ associa- 
tion invites suggestions for improve- 
ment and also asks for information 
as to instances where it is not being 
followed out. 

1. The indiscriminate multiplica- 
tion of the number of retail grocery 
businesses with the attendant mul- 
tiplication of expenses, admittedly 
being of doubtful benefit to whole- 








Roofing at Pre-War Prices 
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EXCLUSIVE AGENTS FLEX-A-TILE ROOFING 
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saler, retailer and consumer, and as 
well to the inexperic iced and inade- 
quately financed who attempts to 
make a success of the grocery busi- 
ness, altogether too frequently re- 
sulting in disaster for him, a factor 
in the development of unfair com- 
petition, the wholesaler should 
pledge himself to withhold his en- 
couragement from such ventures as 
in his own valuable experience are 
apparently not justified and cannot 
meet with success. 

2. In recognition of the fact that 
in the final analysis all consumers’ 
purchases through retail establish- 
ments contrbiute to the success of 
the retailer, which in turn makes 
possible the success of the whole- 
saler, the wholesaler should properly 
refrain from soliciting and partici- 
pating in the trade which rightfully 
belongs to the retailer. We recog- 
nize the definition of the word “re-. 
tailer” as “one who sells merchan- 
dise to consumers in smaller quan- 
tities than he buys,” and establishes 
the boundary between wholesale and 
retail business upon the questions of 
resale and consumption. 

3. In recognition of the fact that 
some manufacturers fix the resale 
price of their products, and that 
there is a variation in the cost of 
doing business, with the result that 
there is a lack of uniformity in the 
margin of profit by the retailer, and 
that the manufacturer frequently 
fixes a resale price which does not 
permit of a reasonable or legitimate 
profit to the retailer, the wholesaler 
and retailer both should codperate 
to the fullest possible degree in cor- 
recting such a condition affecting 
those who constitute the distributors 
of such manufactured products. 

4. The wholesaler should recog- 
nize the absolute necessity of fairly 
and impartially dealing with his 
customers, with the idea that no 
preference is to be extended to one 
which is not granted to another, 
since any preference may be utilized 
by such retailer to breed misconfi- 
dence on the part of the public, in 
his competitor and in the entire sys- 
tem. 

5. The retailer should at all times 
recognize the fact that in tracing 














August 11, 1923. 


the distribution of a product from 
manufacturer Cto consumer the 
wholesaler is alSpreceding link in the 
chain of distribution; that it is the 
wholesalers’ office to warehouse 
goods and function as a warehouse- 
man for the retailer, in order that 
the retailer may efficiently purchase 
in desired quantities rather than to 
purchase directly through hundreds 
of channels with the attendant 
expense and delay to the commodi- 
ties which he retails. 

The retailer should recognize the 
wholesaler as one of his most valu- 
able sources of information and ad- 
vice as to the products he buys and 
the conduct of his business, and as 
one who ideally should be as greatly 
interested in the retailers’ business 
as himself. Since he would discour- 
age the entry as a retailer of one 
who is inadequately financed, he 
should promptly meet his obliga- 
tions with the wholesaler and should 
not contribute to that condition, 
which is fundamentally false, which 
in fact makes a banker out of the 
wholesaler. 

6. Both wholesaler and retailer 
should contribute to the continued 
improvement of this relationship by 
freely and fairly recognizing differ- 
ences of opinion in all future trans- 
actions and developments, with the 
idea that their combined codpera- 
tion will do much to benefit the 
consuming public; that consumers 
are in fact being most efficiently 
served by their present system, 
which is unquestionably superior to 
any previous plan or to any sug- 
gested change. 





The Controlling Factor in 
Human Relations 


Must Be Justice. 


Is it possible for political or in- 
dustrial government to survive 
where there is not a well controlled 
and justly regarded subordination? 

Justice must be the controlling 
factor in human relations, and the 
question readily suggests itself 
whether labor would not be disposed 
to exploit capital and do so relent- 
lessly were our capitalistic system 
destroyed. 

The real trouble of the world te 
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day is the moral trouble. A large 
proportion of the people have lost 
all conception of what it means to 
render adequate service in return 
for the wages they are paid. 
Instead, therefore, of castigating 
capital and endeavoring to change 
our economy in a sentimental belief 
that we have a millenium on earth; 
that the capitalist alone is a hard- 
hearted fellow ; that capitalism does 
not afford equality of opportunity 
or the conservation of individual 
rights, we could more profitably re- 
call what has been accomplished in 
recent years and urge the doctrine 
that every worker should be a capi- 
talist and every capitalist a worker. 





Here Is Another Proof of 
American Artisan’s Efficiency. 


To AMERICAN ARTISAN: 

The AMERICAN ARTISAN 
HarpwareE Recorp is right there, 
when it comes to results from its 
advertising columns. You may 
please discontinue my advertisement 
as I have found a buyer and have 
had a number of prospects that 
might have been buyers. 

As soon as I[ get located in my 
new homé, I will send you my ad- 
dress so you can send me the paper 
there. W. H. Parker. 

Broken Bow, Nebraska. 

If you hear of a man who com- 
plains of the cost of advertising, 
you can make up your mind that he 
spends a good deal of his profits 
elsewhere than in AMERICAN 
ARTISAN. 


AND 











Notes and ane ] 


Acme Water Heater. 
From Stove Dealers Supply Company, 
Milwaukee, Wisconsin. 
Where can I get repairs for the 
Acme Water Heater? 
Ans.—Acme Specialty Company, 
Toledo, Ohio, the manufacturers. 
Metal Roofing Paint. 
From Fred Lanz, Monroe, Wisconsin. 
Please give me a formula for a 











good paint for metal roofs. 
Ans.—The priming color is lin- 
seed oil with red-lead; for paint- 
ing use one part of verdigris, one 
part of white-lead and three of lin- 
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seed oil; or one-half of verdigris, 
one and one-half of white-lead and 
two and one-half of linseed oil. The 
sheet iron received three coats, the 
first before it is used, the second 
after the first is thoroughly dry, 
and the third three days later. 


Mullins and Company. 


From W. M. Grubbs, Decatur, IIli- 
nois. 


« Where are Mullins and Company, 
manufacturers of cornices, etc., lo- 
cated. 

Ans.—W. H. Mullins and Com- 
pany are at Salem, Ohio. 


Wizard Oil Stoves. 


From McGuire Tymeson Company, 
Johnstown, New York. 


Can you give me the name and 
address of the manufacturers of the 
Wizard oil cook stoves? 

Ans.—Huenefeld Company, Cin- 
cinnati, Ohio. 


Underground Garbage Cans. 


From J. A. Battin Stove Supply Com- 
pany, Denver, Colorado. 


Kindly advise us who manufac- 
tures sanitary underground garbage 
cans. 

Ans.— Majestic Company, Hunt- 
ington, Indiana; Majestic Company, 
6024 Grove Avenue, Chicago, 
Illinois. 


Roofing Slates—Address Mound City 
Roofing Tile Company. 


From Brouillet Sheet Metal Works, 
Dubuque, Lowa. 


Kindly advise us where we may 
obtain a small quantity of 12”x18” 
Roofing Slates in Chicago. Please 
send us the address of the+ Mound 
City Roofing Tile Company. 

Ans.—1. Rising and Nelson Slate 
Company, 2554 W. Harrison Street, 
Chicago, Illinois. 2. Mound City 
Roofing Tile Company, 3301 Mor- 
ganford Road, St. Louis, Missouri. 

Wall Tie Machine. 
From Hero Furnace Company, Syca- 
more, IIlinois. 

Who. manufactures a Wall Tie 
Machine ? 

Ans.—Gerrard Wire Tying Ma- 
chine Company, 1942 South 52nd 
Avenue, Cicero, Illinois. 

Triumph Furnace. 


From Anderson Furnace and Repair 
Company, Galesburg, Illinois. 


Kindly advise us who has now 
taken over the pattern for the Tri- 
umph All Cast Furnace. 

Ans.—Hoersting and Holtman, 
Dayton, Ohio. 
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Newlyweds and Others Attracted to Adirondack Hard- 
ware Store by Well Arranged House Furnishings Display. 


Edgar F. Rogers Proves that Progressive Hardware Deal- 
ers Are Supplying Housewife with Not Only Kitchen 
Utensils, but Dining and Living Room Fixtures as Well. 


HE hardware store today pre- 

sents an entirely different aspect 
from the one of a few years ago. 
Then the hardware store was a place 
where one bought nails, bolts and 
other necessities. ‘Today the hard- 
ware dealer has enlarged his stock 
to include almost everything that 
the modern bride could need in fit- 
ting out her new love nest. From 
the kitchen to the sitting room (the 
dark and sacred parlors have gone 


Adirondack Hardware Company, 
Saranac Lake, New York. 

The center object, the fireplace, 
was made with a box covered with 
wall board painted a stone color and 
lined with brick paper. 

Other features of the display are 
the gate legged table, on which were 
arranged a lamp and other small 
articles. Fancy dishes, door stops, 
smoking stands and floor lamps were 
represented in the window. 


undoubtedly has a good reason for 
it and he is to be commended for 
the artistic arrangement of the win- 
dow. 





‘‘Speech-Makers’’ Taboo at 
Atlantic City Hardware 
Convention—Black. 

President Isaac Black, of the 


American Hardware Manufactur- 
ers’ Association, wishes to call the 





House Furnishings Window Display Arranged for Adirondack Hardware Company, Saranac Lake, New York, Arranged 
by Arthur F. Rogers. Articles Were Taken From House Furnishings Department of the Store. 


out of style) the newly weds get 
service from the hardware store 
and the dealer who lays any claim 
at all to progressiveness has not 
overlooked this important adjunct 
to his business. 

In the accompanying illustration, 
Arthur F. Rogers has arranged a 
very good window display for the 
house furnishing department of the 


The window as it is shown here 
was displayed for ten days. It was 
then dismantled, with the exception 
of the fireplace, which was used in 
connection with a Christmas dis- 
play. 

Just why the broom was left in 
the living room is hard to explain, 
although it is surely considered a 
household necessity. The designer 


attention of the members to the fol- 
lowing important news regarding 
the convention, to be held at At- 
lantic City, October 16 to 19, 1923, 
inclusive : 

I feel that I cannot stress too 
strongly the importance of our 
forthcoming - October convention, 
and the necessity for officers of 
each company to attend, as there 


Ir 
* 
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will be matters of importance dis- 
cussed that will call for decision and 
policies to be followed, governing 
the future activities of this Asso- 
ciation. 

It seems to your officers that we 
have reached the point, as an As- 
sociation, where there is an oppor- 
tunity to accomplish great good for 
the industry that we are each a part 
of, and become a real, effective me- 
dium for the better distribution of 
merchandise along proper ethical 
lines, recognizing that many changes 
have taken place in the distribution 
field that call for earnest thought 
and discussion on our part as an 
Association. 

We are arranging now for speak- 
ers and will announce later who 
those speakers are, but I think I 
can promise you that the men who 
will address us at our convention 
this fall will not be merely speech- 
makers or theorists, but the biggest 
men in the country, who can talk of 
the subject assigned them—that of 
“Distribution.” 

Will you please give the matter 
of your attendance at the convention 
this fall serious thought, and come 
prepared to enter into a full discus- 
sion on every subject presented at 
this meeting ? 

IsAAC BLACK, 
President. 





Customers Are Like Interest. 
They Bring More Customers 
If Properly Invested. 


There is certainly a great deal of 
room for encouragement for the 
live-wire sales clerk in the average 
store when you stop to consider that 
a large percentage of the sales made 
are made through the initiative of 
the customer. 

Sell a man on service and he will 
work for you. He will cry aloud to 
his friends and you will profit. 
There are no two ways about it, it 
is human nature; the thing is being 
demonstrated daily in the automo- 
bile industry and other industries 
as well. Why not try it in yours? 
Why not offer a small premium to 
the customer for the name and ad- 
dress of his neighbor who does not 


have the new improved gas stove or 
power washer ? 

A certain energetic personage 
bought a car. Knowing the power- 
ful influence this man would be as 
a walking advertisement, the sales- 
man who sold him the car made the 
man an offer. The result was that 
fifteen other men with whom the 
first man came into daily contact 
also bought the same make of car. 
Get next to yourself! Harness this 
unlimited power flowing past your 
door! 





Who Makes Beaumont =. 
Lawn Mowers? 


We have received the following 
inquiry from the Guarantee Hard- 
ware & Furniture Company, > 
Wisconsin : 

To AMERICAN ARTISAN: 

Will you kindly inform us who 
makes Beaumont Lawn Mowers? 
We are anxious to get their repair 
list, together with prices and dis- 
counts. 

GUARANTEE HarpwarE & FurRnI- 
TURE COMPANY. 
———, Wisconsin. 


« ~ 








Wholesale Hardware 
Reflects Favorable 
Comparison. 

The monthly report of the Federal 
Reserve Bank of Atlanta, Georgia, 
makes the following comment on 
hardware business : 

“Wholesale hardware reflected 
the most favorable comparison of 
June business with May, of any of 
the lines of trade under investiga- 
tion, excepting drugs, where the de- 
cline was only one-tenth of one per 
cent. Sales during June by 29 
wholesale hardware firms in the 
district were less than one per cent 
lower than in May, and were 35.4 
per cent greater than sales by these 
same firms during June, 1922. The 
reports made to the Review show 
that there is no disposition at the 
present to lay in heavy stocks, and 
that buying is being done in a rather 
cautious manner, and for small ac- 
counts, except in the case of some 
items where it is necessary to place 
orders for the season‘s requirements. 


AMERICAN ARTISAN AND HARDWARE RECORD 31 


“Many of these reports state that 
unfavorable weather conditions dur- 
ing the last part of June have caused 
some slackening in buying, especial- 
ly by the country merchants.” 








Per Capita Fire Destruction 
Increases 120 Per Cent 
from 1912 to 1922. 


American fire losses, after the 
war, began to climb with astound- 
ing rapidity towards the half-billion 
mark. Last year they reached this 
point—reached it and kept on soar- 
ing until they registered a total of 
$521,860,000. For $521,860,000 is 
the estimate, made by the Actuarial 
Bureau of the National Board of 
Fire Underwriters, of the 1922 ag- 
gregate. 

This sum rises far above even the 
total for 1906, which was swollen 
abnormally by the burning of San 
Francisco. It represents the largest 
fire loss ever recorded by any nation 
for a single twelve-month. More- 
over, no great conflagration contrib- 
uted to this total. 

Inflated property values have 
played a part in raising the total; 
likewise, the congestion of popula- 
tion in a comparatively small num- 
ber of cities. But losses by fire have 
greatly outstripped the growth in 
population. In 1912, for example, 
the United States Census Bureau 
reported a total population of 95,- 
410,503, and the per capita fire de- 
struction was $2.16. By 1922, a 
decade later, the population had in- 
creased but 15 per cent, while the 
average individual share in the burn- 
ing toll amounted to $4.75, a jump 
of 120 per cent. The contrast be- 
tween this figure and that recorded 
for Great Britain during the same 
year—72 cents!—is shameful. 

Inescapable, therefore, is the con- 
clusion that the largest part of this 
humiliating American fire record in 
1922 was the product of public 
carelessness. Carelessness in Amer- 
ica is on a gigantic scale, a scale 
such as could obtain only in a coun- 
try where the memory of days of 
abundance still is vivid—much too 
vivid, alas, for our immediate and 
future good. Our vision mistakes a 


eae 
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shade for something palpable. But 
in Great Britain, and throughout 
Europe generally, the days of plenty 
are remote; they departed so long 
-ago that even the tradition of them 
is misty, is almost forgotten. Loss 
of natural resources is, of course, a 
deplorable thing; still, it is not 
without compensation, for protec- 
tion of every kind of property 
against waste by fire has become, in 
those lands, a settled rule of con- 
duct to which is born each succeed- 
ing generation. Every man feels 
himself to be the guardian of what 
remains. So it must become in 
America; and it will, inevitably. 

Dismal the present situation ap- 
pears, but there is not a little en- 
couragement in the certain knowl- 
edge that, without the vigorous fire 
prevention effort of recent years, 
the 1922 exhibit would have been 
worse than it was—worse by many 
millions of dollars. 





Education of Employes 
Discussed in Pamphlet 
by Carl F. Dietz. 


A strong plea for the education 
of industrial employes in the funda- 
mentals of business economics and 
in the details of the businesses in 
which they are employed is made by 
Carl F. Dietz, President of the 
Bridgeport Brass Company, in a 
pamphlet recently issued by the 
Fabricated Production Department 
of the Chamber of Commerce of the 
United States. 

The methods employed by Mr. 
Dietz’s company are unique. Em- 
ployes are educated through lec- 
tures and by means of simple visual 
illustrations. In the place of charts 
and graphs blocks of colored wood 
are used. 

Workers who perform certain op- 
erations on materials before they 
have reached an advanced stage to- 
wards completion often show little 
interest in their work because they 
never see the start and finish of 
the job on which they are employed. 
There is manifest at all times, de- 
clares Mr. Dietz, a real desire on 
the worker’s part to know more 
about the business in which he is 


employed. Far seeing managers, he 
adds, are seeking the best methods 
of imparting such information con- 
structively especially information 
regarding the relation of production 
to wages and the distribution of the 
dollar received for the product of 
the plant. 

One real benefit to be found in 
this, Mr. Dietz points out, is that it 
is of great effectiveness in counter- 
acting misinformation and propa- 
ganda. 

Copies of the booklet may be ob- 
tained by addressing the Chamber 
of Commerce of the United States, 
Washington, D. C. 





All that politeness costs is a little 
effort. The returns its brings are 
far beyond the cost in effort. Po- 
liteness makes people like to do bus- 
iness with you. 

















| Coming Conventions 





Joint Committee on Standardization of 
Registers will meet at Waldorf-Astoria 
Hotel, New York City, Tuesday, Sep- 
tember 4. Chairman, R. W. Menk, Ex- 
celsior Steel Furnace Company, Chicago. 

Automobile Accessories Branch Na- 
tional Hardware Association, Hotel 
Shelburne, Atlantic City, New Jersey, 
October 15 to 19. 

The National Hardware Association 
and the American Hardware Manu- 
facturers’ Association, Atlantic City, 
New Jersey, October 16, 17, 18 and 19. 
F. D. Mitchell, 1819 Broadway, New 
York, is Secretary and Treasurer of 
the Manufacturers; T. J. Fernley, Sec- 
retary of Jobbers. 

The twenty-fourth annual convention 
of the National Federation of Imple- 
ment Dealers’ Associations will be held 
at Hotel Sherman, Chicago, October 17, 
18 and 19, 1923. H. J. Hodge, Abilene, 
Kansas, is Secretary. 

Mountain States Hardware and Im- 
plement Association Convention, City 
Auditorium, Denver, Colorado, Januarv, 
1924. W. W. McAlister, Secretary- 
Treasurer, Boulder, Colorado. 

Western Retail Implement and Hard- 
ware Association, Missouri Theater 
Building, Kansas City, January 15, 16, 17, 
1924. H. J. Hodge, Secretary-Treasurer, 
Abilene, Kansas. 

The West Virginia Retail Hardware 
Association, Convention and Exhibit. 
Huntington, West Virginia, January 15 


to 18, 1924. James B. Carson, Secre- 
tary-Tr er, 1001 Schwind Building, 
Dayton, io. 


Kentucky Hardware and Implement 
Association, Louisville, January 24-25, 
1924. J. M. Stone, Secretary-Treasurer, 
202 Republic Building, Louisville. 

Indiana Retail Hardware Association, 
Inc., Convention and Exhibition, Cadle 
Tabernacle, January 29, 30, 31, February 
1, 1924. G. F. Sheely, Secretary, Argos. 
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Nebraska Retail Hardware Associa- 
tion, Lincoln, Nebraska, February 5 to 
8, 1924. George H. Dietz, Lincoln, Ne- 
braska, Secretary-Treasurer. 


Wisconsin Retail Hardware Associa- 
tion Convention and Exhibition, Milwau- 
kee Auditorium, February 6, 7, 8, 1924, 
George W. Kornely, Manager of Ex. 
hibits, 1476 Green Bay Avenue, Mil- 
waukee. P. J. Jacobs, Secretary-Treas- 
urer, Stevens Point. 


Michigan Retail Hardware Conven. 
tion and Exhibition, Grand Rapids, Feb- 
ruary 12, 13, 14, 1924. Karl S. Judson 
Exhibit Manager, 248 Morris Avenue, 
Grand Rapids. A. J. Scott, Secretary, 
Marine City, Michigan. 

The Pennsylvania and Atlantic Sea- 
board Hardware Association, Incor- 
porated, convention and exhibition at 
the Philadelphia Commercial Museum, 
Philadelphia, Pennsylvania, February 
12, 13, 14 and 15, 1924. Sharon E. 
Jones, Secretary-Treasurer, Wesley 
Building, Philadelphia. 

New York Retail Hardware Associa- 
tion Convention and Exhibition, Febru- 
ary 19, 20, 21, 22, 1924. Headquarters, 
McAlpin Hotel, and Exhibition at Sey- 
enty-First Regiment Armory. John B. 
Foley, Secretary, 412-413 City Bank 
Building, Syracuse. 

The Ohio Hardware Association, Con- 
vention and Exhibit, Cincinnati, Ohio, 
February 19 to 22, 1924. James B. Car- 
son, Secretary-Treasurer, 1001 Schwind 
Building, Dayton, Ohio. 








Retail Hardware Doings 











Florida. 


Officials of the Harrison Hardware & 
Furniture Company, St. Petersburg, 
have announced that the firm would op- 
erate henceforth under the name of the 
Harrison-Powell Company. 

Illinois. 

The Federer Hardware Company is the 
name of the new hardware firm which 
has engaged in business located on IIli- 
nois Avenue, Carbondale. The manager 
of the store will be Mr. Federer. 

Fire was discovered in the rear of the 
building occupied by the G. W. Baker 
Hardware store, Weldon, July 25, early 
in the morning. Part of the interior of 
the store was badly burned. Supposedly 
spontaneous combustion was the cause of 
the fire. 

Miller Brothers, Freeport, have sold 
out their hardware business at Davis to 
Dr. B. F. Hoover. 

Schumann & Guelker, hardware mer- 
chants at Beardstown, have acquired a 
store room to facilitate the handling of 
the goods. 

Merkle & Ruckrigel, Gilman, have 
taken in a new partner in the person of 
A. I. Drazy, who conducts the Drazy 
Garage and Blacksmith shop. The firm 


will now operate under the name of 
Merkle, Drazy & Company. 
Ohio. 


George H. Dustman, Rockford, has 
purchased the Union Hardware Store 
from L. E. Snyder, Findlay. 


South Dakota. 


L. P. Authier, who was for several 
years engaged in the hardware busi- 
ness at Vivian, has decided to move 
his family and business headquarters 
to Draper, having found this locality 
a more desirable location for him. He 
is a practical contractor and builder. 
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Harnessing Potential Sales Power of Satisfied 
Customers Is P. M. Clement’s Light Occupation. 


Well Satisfied Customer Is aWalking Advertise- 
‘ ment for the Live-Wire Store of P. M. Clement. 


AVE you tried using the sales 
H potentialities of your custom- 
ers? If you ever try it, you will 
find that there is no better way to 
advertise a product. If you have 


it will be. 
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got a good product that has utility 
value, the sooner you start your cus- 
tomers working for you, the better 


Note in the accompanying ad 





Direct Action 
Gas Ranges 
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ITISA - 
BEAUTY 


YES, AND IT IS A GRAND BAKER 


Uniform Baking Oven—no shifting of pans, then, too, it is eco- 
nomical The above is what people are saying about Direct- 
Action Gas Ranges, then, too, the Lorain Heat Regulator is a 
wonderful labor-saving and a great convenience. Put your entire 
dinnet in the oven, set the wheel for the desired heat, then the 
cooking goes on without further attention. 





Now is the time to buy your Direct-Action Gas Stove, the 
price is lower than it will be the first of January. Most stove 
manufacturers have already advanced. 


P.M.CLEMENT 














Advertisement Indicates How P. M. Clement Takes Advantage of the Sales 


Possibilities in His Customers. It’s Good Business, as He Knows. 
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how well P. M. Clement recognizes 
the value to his trade of a well- 
satisfied customer. A walking ad- 
vertisement. The women in the 
illustration are perhaps neighbors. 
One has bought a Direct Action 
Gas Range equipped with a 
Lorain Oven Heat Regulator, and 
she is so pleased with the en- 
tire outfit that she just can’t help 
telling her friends about it, result- 
ing in more sales and more telling 
and still more sales, and so the pro- 
cession goes on. Bear in mind that 
if it were not for the activity of the 
dealer and manufacturer, these 
sales would hardly have been made. 
You've really got to have a product 
worth while and then you’ve got to 
tell folks all about it, assuming at 
the outset that they don’t know any- 
thing about your business in the 
first place and are not interested in 
knowing about in the second. If 
you excite their interest long enough 
to get their curiosity aroused, you 
will get a hearing, but until you rec- 
ognize this fact you will be floun- 
dering in the dark. 





Wages Are Much Above 
Pre-War Level. 


Notwithstanding this rise in liv- 
ing costs, real wages are increasing 
still more rapidly. The National In- 
dustrial Conference Board pub- 
lishes data of wages in twenty-three 
industries, employing over 600,000 
laborers. This shows that between 
March and April average hourly 
earnings rose from 51.2 to 528 
cents, or about 3.1 per cent, and that 
average weekly earnings rose frem 
$25.62 to $26.55, or about 3.6 per 
cent. On the other hand, during 
April, living costs declined 0.1 per 
cent. Calculated on the basis of 
these figures, real wages as con- 
trasted with money wages, are now 
far above the pre-war level. The 
board estimates real hourly earnings 
to be 36 per cent and real weekly 
earnings to be 33 per cent above the 
pre-war level. 





If opportunity came in cans, there 
would still be a shortage of can 
openers. 
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BARGAIN sale in _ fishing 
tackle, designed to appea! to 


The Power of Any Object to Attract Attention Depends 
Upon the Intensity of the Sensation Aroused. 





The Intensity of the Sensation Aroused Will Be in Direct 
Proportion to the Ease with Which We Are Able to 
Comprehend the Ad and the Absence of Counter Attractions. 


VAN’S BULLETIN ---- No. 1054 
CLEAN-UP SALE 


FISHING TACKLE 


ALL tackle must be 
sold out regardless of 
cost as we must abso- 
lutely clean out this _ 
stock before moving. “ 


Our Loss is’ 


Your Gain 


Buy now for future 


needs 
BAITS 


Lot No. 1—Odd sizes and colors. Genuine Heddons 
Baits. (This lot is limited—better hurry!) . ae . 25¢ 
Lot No. 2—Genuine Heddons Dowagiac Baits, with 











a large run of sizes and colors.......- 
Lot No. 3—Pflueger’s South Ben4 yuu can 
Ge 6. dd ona os wai _~» a number of high 


~ ,-aucuple reels to clean-out. 


— ee 


Steel Bait Rods, 


several sizes, 95c. Ree | re 














Genuine Bristol — — 
Rods. 

Reed and Steel ~~ v 
Fly Rods. 





EXTRA SPECIAL 


Two dozen only. ,” South American LANCEWOOD 
casting rods. Agatine Tip and $2 85 
Base guides—silk wound ........ i eee ° 





Van Dervoort Hardware Co. 
LANSING 





P. S.—Mr. Vacationist, you can put your eqr on rubber for 
less money by taking advantage of our cjean-out tire sale. 


the angling vacationist, was pre- 
pared by Van Dervoort Hardware 


AO OTE TNE ES A AIRE TET TE 


Company, Lansing, Michigan, and 
announced to the public in ad, as re- 
produced here from the Lansing, 
Michigan, Journal, under the 
friendly and intimate caption of 
“Van's Bulletin.” 

In modest, though boldface type, 
the ad announces a “Clean-Up Sale 
on Fishing Tackle” and relates that 
all tackle must be sold and stock 
cleaned out before the store moved. 
A small cut shows a very delectable 
specimen of the finny tribe. 

The ad next lists the special sale 
of baits and rods and an “extra 
special” in casting rods. 

There is every indication that 
some real bargains are offered, but 
the ad would have made much 
stronger appeal if the prices had 
been stated in large, plain type, and 
if there had been shown some indi- 
cation of the regular selling price. 
Where prices are honestly marked 
at the beginning and a real reduc- 
tion is offered at “bargain time” the 
buyer likes nothing more than to 
know just how much of a bargain 
he is getting. 

The italicized suggestion at the 


’ bottom of the ad is a timely hint 


and should have boosted sales. 
* * * 


Advertising of the Consistent 
and Frequent Variety 
Multiplies Turnover. 


Turnover is the secret of retail 
success. It should be the thought 
uppermost when buying goods. It 
should be the guide in pricing goods. 
Consistent, regular advertising - 

So it will be seen that resultful 
advertising is only figuratively an 
expense, and the merchant who says 
he can’t afford to advertise admits 
that in his mind advertising is sort 
of a luxury which does not pay for 
itself, when in fact advertising is an 
investment which pays big returns. 
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Market Incidents Are of Constructive Nature; Raw Mate- 
rial Prices Show Greater Stability; Cancellations Are Small. 


Retail Distribution Is Being Maintained in Fair Volume—Non- 
Ferrous Metal Markets Are Quiet, with Few Price Changes. 


EVELOPMENTS of the week 

have been extremely irregular, 
a not unusual feature in late July 
and early August, with a slight drift 
toward the quiet side in trade and 
in industry. 

These occurrences have been the 
result of a varied play of forces in 
crop developments (some very ir- 
regular commodity price movements 
having their rise herein), while for- 
eign political and financial features 
have influenced domestic financial 
markets. 

An increase in the discussions as 
to wheat yields and prices has tend- 
ed to inject more caution into for- 
ward buying, and industry, except in 
the western steel trade, has tended 
to slacken as banked-up orders have 
lessened. 

Despite the reports of quieting in 
trade, the undeniable fact is that 
distribution and industry are still in 
a far more favorable .situation than 
a year ago, or, indeed, for three 
years past at this season. 

Because of the contrast with the 
surging activity of a few months 
ago, however, present quiet seems 
to be regarded as abnormal. Per- 
haps the best indications of the real 
volume of business going forward 
at present are to be had in the car 
loading returns, which show new 
high records of volume at a time, 
late July, when seasonal conditions 
usually work for a small volume of 
freight traffic. 


Copper. 

Despite a slight improvement in 
domestic inquiry the copper mar- 
ket continues easy and sales are re- 
ported to have been made as low as 
1414 cents a pound in the open 
market. 

Most producers continue to ask 
145g cents for spot, but there is 
plenty available at 1434 cents to 
14% cents. 


Domestic producers are still nomi- 
nally asking 14.50 cents delivered 
for electrolytic, but sales have been 
made at 14.37% cents delivered and 
undoubtedly this price would be 
duplicated for a substantial amount 
for shipment over the next few 
months. It is understood that one 
purchase of American electrolytic 
was made the latter part of last 
week at 14.37% cents f.a.s. New 
York, but there were few sellers 


last week at 14.40 cents f.a.s. New 
York. 
Tin. 

The market in tin is dull. 
ducers are growing a little puzzled 
over the continued decline in prices. 
Statistically the market is not 
strong, but then there is nothing in 
the supply situation that should oc- 
casion such weakness as repeatedly 
breaks out. The market sagged 
quite badly again_last week, despite 
the fact that the straits market was 
higher. Trading in tin is very quiet 
as neither consumers nor speculators 


Pro- 


are willing to enter commitments 
with a decline in progress. 
Ninety-nine per cent tin is entirely 
nominal at 2 cent per pound under 
Straits for prompt delivery; any 
smaller difference would make that 
grade practically unsalable,as buyers 
would naturally prefer to buy Banka 
or refined 99.80 per cent tin, which 
kinds are obtainable at about %4 
cent to 3% cent per pound under 


Straits. 


Lead. 


Lead for immediate shipment is 
offered at 6.55 cents East St. Louis 
basis, though some holders are re- 
ported asking 10 to 15 points higher. 

Some producers report a rather 
improved inquiry in the last few 
days, but there is certainly no con- 
siderable activity at the moment, 
most of the larger consumers being 


comfortably provided for immediate 
needs. 

Outside lots of fair but not exces- 
sive tonnage at middle west points 
are being offered for prompt ship- 
ment eastward at delivered prices 
that are less than the East St. Louis 
market figure plus the freight. 

Quotations are prompt St. Louis, 
6.57% cents; August, 6.5714 cents; 
September, 6.571% cents. 


Zinc. 

The zine market is quiet and eas- 
ier than it was last week. 

The tone of the domestic market 
is easier, consuming demand being 
entirely absent, and August prime 
Western is quoted at 6.15 cents East 
St. Louis basis. Dealers’ bids, how- 
ever, at 6.10 cents are reported 
though so far as learnt have not 
been accepted. 

Quotations from East St. Louis 
are: Prompt, 6.171% cents; August, 
6.17% September, 6.221% 
cents ; October, 6.25 cents. 

Solder. 

Chicago prices on 
solder are as follows: Warranted 
50-50, $24.50; Commercial, 45-55, 
$22.75, and Plumbers’, $21.00 


Tin Plate. 


The pressure of tin plate consum- 
ers upon the tin mils for deliveries, 
heavy right along, appears to have 
increased in the past week, and be- 
sides this call for tin plate already 
under order there is a considerable 


cents; 


warehouse 


volume of new business, chiefly from 
the oil trade. 

There is not much actual activity 
in the market, apparently because 
mills are unable to accept any ad- 
ditional obligations for the current 
quarter. The expedient of bidding 
premiums does not seem to have 
been tried to any extent by large 
buyers, and probably would be 
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fruitless. At any rate the buyers 
seem indisposed to make the ex- 
periment. As steel prices generally 
are merely steady without any signs 
of an advancing tendency, tin plate 
consumers would probably consider 
it in bad form to offer more than the 
regular price, which remains at 
$5.50. 

Production of tin plate in July 
was relatively very light, through 
the combination of labor shortage, 
the holiday, closing of some plants 
for the first week or two of the 
month, and the hot weather. 

Probably the majority of plants 
have been affected by labor short- 
age for several months past, some- 
times in common labor, but more 
generally in skilled labor, the ton- 
nage work men at the hot mills. 

Production in July was, in fact, 
easily the smallest for any month 
thus far this year, not excepting 
even the short month of February. 

We estimate tin plate production 
in July at about 2,800,000 hase 
boxes, while in the first half of the 
year production ranged from 3,000,- 
000 boxes cr thereabouts in the 
poorest month up to about 3,500,000 
boxes in the best month, which was 
January. The total production for 
the six months we estimate at a trifle 
over 19,000,000 base boxes, which 
would make about 22,000,000 base 
boxes for the seven months. 


Sheets. 


The sheet market has experienced 
no accidents so far in this dull sea- 
son and if anything shows a more 
favorable undertone, as interest in 
fourth quarter material is develop- 
ing among buyers. 

There is practically no more talk 
of black sheets being shaded than 
has been noted in our previous re- 
ports, two or three mills making 
slight concessions to get prompt 
business. This is not enough to af- 
fect the general market, which is 
running along smoothly. In blue 
annealed, galvanized and automobile 
sheets there is not even any talk of 
shading. In the case of automobile 
sheets there has been a gradual de- 
cline towards the general market of 
5.35 cents. Some mills that were 


formerly asking more have gotten 
down to this figure, which has been 
the leading interest’s price since its 
third quarter price announcement of 
April 26, while others have come 
down to a $3.00 a ton differential. 
The highest quoting price on auto- 
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mobile sheets, therefore, is 5.50 
cents. 

The market as a whole is quotable 
as follows: Blue annealed, 3.00 
ents ; black, 3.85 cents; galvanized, 
.0O cents; automobile sheets, 5,35 


cents to 5.50 cents. 


c 
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Buying Improves in Pig Iron Market; Prices 
Are Steadier, but Not Fully Stabilized: 
Melting Less at Birmingham. 


Stove Works Getting Out Stock Quickly—Pres- 
sure Pipe Makers Not to Curtail Production— 
Structural Steel Plants Not Pushing for Business. 


HE southern pig iron market 
is still suffering for the want 
of new business. The. orders for 
pig iron which have been on the 
books for some time now and are 
being filled are beginning to show 
signs of exhaustion. The sales re- 
cently have been in extremely small 
lots, the aggregate being limited 
Pig iron can be had at lower prices. 
There is still activity in several 
directions here and the melt in the 
home territory is good though not 
near what it was three months ago. 
The curtailment in the make of san- 
itary pipe has been heavy, many of 
the industries have shut down and 
will hardly start up again until the 
stock in the warehouse has been re- 
duced. 

The pressure pipe makers will 
not think of curtailing production 
for a month to six weeks yet and 
ere that time passes it is believed 
the fall and winter business will be- 
gin, 

The stove works are getting oug 
stock as quickly as possible and hope 
is expressed that there will be war- 
rant for operation well into the win- 
ter. 

Considerable building is going on 
in Birmingham right now ard plans 
are being announced for several 
other structures. These will require 
steel and iron products, such as heat- 
ing apparatus, sanitary pipe and fit- 
tings and socn. The steel producers 
feel confident there will be no need 
for curtailing output for some time 
tocome. The finished steel products 


are in demand while structural steel 
plants of the district are not push- 
ing efforts for new business. 
Intermittent 
large inquiries and occasional ton- 
nage sales of pig iron interrupt the 
tedium of small lot buying at Pitts- 
burgh which for weeks has con- 
fronted the trade in this district. A 
Sharon, Pa., interest last 
closed on at least 2.000 tons of basic 
at $24, valley. 
ported to have gone to a middleman. 
The producers generally have been 
asking $25 valley and it is doubted 
if the $25 price now can be dupli- 
cated. Since then a fair tonnage 
was sold by a furnace at $25 vallev. 
While four or five furnace interests 
are in a position where they do not 


issuing of 


fairly 


week 


The business is re- 


have to force the disnosa! of their 
piled iron, some of the holders of 
approximately 300,000 tons in this 
district are less fortunately situated 

Pig iron buying at Chicago is 
much improved. Actual sales in 
this district are almost double thos: 
of the previous week. Inquiry 1s 
urgent and well diversified. A large 
tonnage has been placed for the last 
quarter. 

A Wisconsin melter is inquiring 
for 750 tons of malleable ; a Chicago 
foundry for 1,000 tons of malleable; 
and another Chicago user for 1,000 
tons of foundry iron for the bal- 
ance of the year. An IlIlinois con- 
sumer is asking for 500 tons of low 
phosphorus iron. Sales include three 
2,000-ton lots ; one 3,000-ton lot and 
many of 500 and 300 tons. 
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7 CEILINGS our Standard 
AND 


of Comparison 


, |i SIDE WALLS should be 


QUALITY—DURABILITY—BEAUTY 


és 
Are thoroughly combined ip FRIEDLEY-VOSHARDT S oO 4 


ART METAL CEILINGS AND SIDE WALLS. We have 
added to our list a great number of new and handsome 
designs. Special designs can be made if desired. Only d 
the best of materials used. Weare prepared to serve as an 
you. Ceiling Catalog No. 33 on request. 


' DONT DELAY—WRITE TODAY 
- ||| PRIEDLEY-VOSHARDT CO. INLAND 
y newamaeet: vad eee Street Ss H i 2 KE T’ ? 


CHICAGO, ILLINOIS 






























































‘ INLAND STEEL COMPANY 
Memorial Monuments es 
- 7 . Indiana Harbor, Ind. Milwaukee St. Louis 
c Write for Prices and Chicago Heights, ILL. St. Paul 
" Illustrations gn 
, Gerock Bros. Mfg. Co. PERFORATED METALS 
d poate ji al tee Si, ll sgt ace HO 
Sheet Metal Ornaments 
e an 
; STATUARY 
1252 So. Vandeventer Ave’ 
St. Louis, Mo., U. S. A. . <A E? 
In Steet Zine Brace, Shapes of Helen etc. 

=) EEE For All Screening, Ventilating and Draining 

EVERYTHING IN PERFORATED METAL 
-|TEVERYTHING Tit HARRINGTON & KING PERFORATING 6 
Td FOR THE TINSMITH Ew YORK OFFICE. 1a 416 


E are manufacturers as well as merchants and we 
at all times have on hand a large complete stock of 
everything that you may be in need of. 


t | Try us on your next order. The Best Eaves L ought 


Yiter in the 


>~ orld | 


YOur /ODDeY JO? bisheyleyel { 
>] CHAMPION MITERS SENDS : 
10 page catalog of Books| @(iims'hcci—nn) 4 
The Haat page of tele ented 4 yp TERRE HAUT! 

3] <ADE N Wize CO. INDIANA 


This is our motto: 
l “EVERYTHING MUST BE RIGHT” 
y Write today for our latest catalog 


- |] BERGER BROS. CO. 


229 to 237 ARCH STREET 
) | WAREROOMS AND FACTORY: 100 TO 114 BREAD STREET 


PHILADELPHIA, PA. 


2 











| save 10% on your book pu: 
postal request today. Book Dept. 


AMERICAN ARTISAN AND HARDWARE RECORD 
620 South Michigan Avenue Chicago, Illinois | 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly. 





METALS 


PIG IRON. 





Chicago Foundry. 27.50 to 28.00 
Gaptnere Fdy. No. 
Riahives tae + ae. 31.01 to 33.01 
ane Sup. Char- 
peveeescces 36 65 
Pa 27.50 to 28.00 


. FIRST QUALITY BI BRIGHT 





14x20 112 shuts cre 45 

tixa0 "66 sheets 17 57 
14x20........ (2 12 
is... 65 

20x28. 112 sheets 27 se 

20x28" "66 sheets 16 18 

Ixxxx Nee ae 18 25 

TERNE PLATES. 

ox 

{C 20x28, 40-Ib. 112 sheets $25 60 
IX 20x28, 40-Ib. “ 8 50 
IC 20x28, 30-lb. “ “ 21 80 
IX 20x28, 30-Ib “  ** 24 70 
IC 20x28, 25-lb. “ “ 20 80. 
IX 20x28, 25-lb. “  “ 23 70 
IC 20x28, 20-lb. “ “ 18 30 
IV 20x28, 20-lb. “ “ 21 15 
IC 20x28, 15-lb. “ “ 17 05 
IC 20x28, 12-lb. “ “ 15 75 
IC 20x28, 8-lb. “ “ 14 05 

COKE PLATES. 
Cokes, 80 lbs., base, 20x28.$14 05 


Cokes, 90 Ibs., base, 20x28. 14 30 








Cokes, 100 .. base, 20x28. 14 65 
Cokes, 107 lbs., base, IC 
SDT -. &: Moncat ca ihietn 2 ik as te 6 0 eth 15 10 
Cekes, 135 Ibs. base, IX 
Di?  herntetekideweseos 17 16 
Cekes, 155 Ibs. base, 56 
ED ala ie il le lh a 9 30 
Cokes, 175 Ibs. base, 66 
A cic ag hee 666 ode eo o 10 10 
Cokes, 195 Ibs. base, 56 
NNN, 4a: thin- Indie ean’ iacepdeaietcs cidk 10 95 
BLUE ANNEALED SHEETS. 
MED ccbcntenata per 100 Ibs. $4 00 
ONE PASS COLD ROLLED 
BLACK. 
per 100 Ibs. $5 00 
per 100 lbs. 5 05 
--per 100 lbs. 5 10 
per100Ibs. 5 15 
per 100 lbs. 5 20 
per 100 lbs. 5 30 
GALVANIZED. 
Se, Bi dewessrs --Per 100 Ibs. $5 6@ 
No. 18-20........per100 lbs. 6 75 
No. 22-24 ---Per100 Ibs. 6 9@ 
Mh i oseces --Pper 100 lbs. 6 05 
er -+-Per100 lbs. 6 20 
oem -+-Pper100 lbs. 6 35 
Se DOscncesvadee Per 100 lbs. 6 865 
BAR SOLDER. 
ed. 
Serre per 100 Ibs. 24 50 
Comm 1. 
. eer. per 100 lbs. 22 75 
Plumbers ..... per 100 Ibs. 21 00 
ZINC. 
Bl as ate 04 9- cds oes 6 18 
SHEET ZINC. 

Cask lots, stock, 100 ibs. 11 00 
Less than cask lots, 100 Ibs. 11 50 
BRASS. 

Sheets, Chicago base........ 22 
Mill Base . ~ Phat titanic cd be ° 
Tubing, brazed. BMGs co <00ds 28%c 
We EN Bilas s dae wees ccd 19\4ec 
COPPER. 

Sheets, Chicago base....... 22%c 
Dn. MEO. “Siveto dete 8 bee Cee 21%c 
Tubing, seamless, base...... 26c¢ 
Wire, No. 9 & 10 B. & S. Ga., 

ie aware danced we ode & he cae 21%c 


Wire, No. 11 B. & S. Ga...22c 


Aamertene FRE. cccccscuses 6 50 
Me “Wadue He6b es 6 ovstneaec’ 7 50 
Sheet. 
Full Cofis..... per 100 Ibs. 10 25 
Cut - cofls..... per 100 Ibs. 11 25 
TIN. 
is he | RPT per 100 Ibs. 39 25 
ee ee avecce< per 100 lbs. 40 25 


HARDWARE, SHEET 
METAL SUPPLIES, 


WARM AIR HEATER 
FITTINGS AND ACCES- 
SORIES. 
ADZES. 
ae i bode nbnseehense ---Net 
WUE O ccccesocecesdscecce Net 


AMMUNITION. 
Shells, Loaded, Peters. 
Loaded with Black Powder 18% 
Loaded with Smokeless 
Powder ...es.s++5 eeccee 18% 
Winchester. 
a Repeater 


U.. M. 


~_>_ 2 * 
KKK RK 


Gun Wads—per 1000 
Winchester Z- 8 ga 1% 
9-10 gauge 10&7% 

' 11-28 gauge 10&7% 


ASBESTOS. 


Paper up to 1/16.......6c per lb. 
Roliboard ..... +++e+-6%C per Ib. 
Millboard 3/32 te a * 
Corrugated Paper (250 

sq. ft. te roll)....$6.00 per roll 


LR 


AUGERS. 
Boring Machine.......... <0010% 
Carpenter’s Nut .........+.+. 
Hollow. 
Stearns, No. 4, doz....... --$11 60 
Post Hole. 
Iwan’s Post Hole 8 wa sh 
Vaughan’s, 4 to in. -$16 
AXES. 
First uality, Single 
Bitted (unhandled, 8 to 
4 Ib., per doz...........$14 00 
Good uality, Single 
Bitted, same weight, per 
Gk ssscaee ccccccscscccee 18 OO 
BARS, CROW. 
Steel, 4 ft., 10 Ib...........$ 380 
Miest, 6 £B.. 18 Wiscecccccece 1 40 
a oy bars, 
SH 8... BE Bicccsccce stces 2 OS 
BARS, WRECKING 
ae 2 eer, $0 34 
V. & B. No. 24 Sevceoee 3 
We @ Bh. TO. Bib ecosecccey oe © OF 
Vv. & B. No. 36 a 48 
Woe Te Be Ban eens cS acee- 0 63 
BITS. 
All Vaughan and Bushnell. 
Screw Driver, No. 30, each $ 27 
Screw Driver, No. 1, each 16 
Reamer, No. 80, SE 1 
Reamer, No. 100 each. 41 
Countersink, No. 13, each. 20 


Countersink, Nos. 14-15 each 27 
BLADES, SAW. 
Atkins 30-in. 
arr 


$8 90 33 "45 35° 40 


BLOCKS. 
Wooden 


Stove. er Doz 
26x26, wood lined..... «-$14 45 
28x28, -  vaneo ee 95 
30x30, ” pee 
26x26, paper lined....... 8 15 
28x28 ved ” 9 10 


30x30, “ craps ss eee 
Wash. 
No. 760, }, Baw Globe 


(sin age cane eee per doz. $5 25 
No. 652, Banner Globe 

(single «see---perdoz. 6 75 

. 801, Brass —» . 
PP “is z. 8 25 
No. 860, Singie—Piain 

PUP «00% oe - 6 36 


BOLTS. 
Carriage, Machine, etc. 
Carriage, cut thread, 
and sizes smaller 
GROCUNE actsccege oe 45-56% 
Carriage sizes, larger and 
smaller and shorter... .40-5% 
Machine, %x4 and sizes 


6 
and 


smaller and shorter......50% 
Machine, sizes —~ read and 
longer than %x4...... onto? 
DISVS cc cccccccccccccccss sre. 
e BRACES, RATCHET. 
V. & B. No. 444 8 in...... -$4 54 
V. & B. No. 222 8 in....... 3 89 
V. & B. No. 111 8 in...... 65 
V. & BD Wa - 20 -O Mec cscs 3 02 


BRUSHES. 
Pipe Cleaning. 

Bristle, with handle, each $0 85 
Flue Cleaning. 


Steel Only, each.......... $1 25 
BURRS. 
Copper Burrs only........ + 30% 
BUTTS. 
Steel, antique copper or dull 
brass finish—case lots— 
4x8 %4—oer dozen pairs $3 48 
424 woce 4 74 
Heavy Bevel steel inside 
sets, case lots— 
pacacesonne per dozen sets 8 00 
Steel bit keyed front door 
GEOR, GRE ccccececsescees 8 OO 


Wrought brass bit keyed 
front door sets, each.... 4 00 


Cylinder front door sets, 
CGE cocccesiveosmsinenns. 323 


CEMENT, FURNACE. 
American Seal, 2 cane, net$ 45 


cans, “ 90 
we 6 25 lb. cans, “ 2 00 
Asbestos, 5 Ib. cans a 45 
PeCOFA. .....008 -per 100 Ibs. 7 61 
CHAINS. 
Sher. Steel Safety Chain. 
500-ft. coil, per ft...... .02 
100 to 500 ft., per ft. 02% 
Less than 100 ft., per “ft .03 


Iron Jack Chain. 
Box (123 yGs.)..ccrccscces 45 


CHIMNEY TOPS. 


Iwan’s Complete Rev. & 
Wells sc ccanseesnareacedess 30% 
Iwan’s Iron ‘Mountain ‘gniy.. 35% 


StamGarG ..ccccvvssswse 40% 
CHISELS. 
Cold. 
V. &.B. No. 25, 4% in., each $0 26 
V. & B. No. 25, % in., each 41 
Diamond Point. 

V. & B. No. 55, % in...... 0 31 
V. & B. No. 55, % In...... 0 48 
Firmer Bevelled 

Round Nose. 

Vv. & B. No. 65, % in..... 0 29 
V. & B. No. 65, % In..... 0 40 
Socket Firmer. 

Cape. 
V. & B. No. 50, % in..... 0 31 
V. & B. No. 50, % in..... 0 57 


CHUCKS, DRILL. 
Goodell’s, for Goodell’s Screw 
onetan List less 35-40% 

Yankee Screw 
-$6 00 


CLAMPS. 
Adjestebie 


No. 100. * Door (Stearns) 
se incevecnenesedneia $22 00 
Carpen 
Steel. S:. -List price plus 20% 
Sherman's brass, %-inch 


DOP GOB. cecccosssecsece 04 
pee. Geasa, %-inch, per : 


Per doz. 


CLIPS. 


Damper. 
Acme, with tail pieces, 
per doz. eocccsce OL 86 
Neon Rivet tail” ‘pieces, 


per doz. ....... Geesese 26 
COPPERS—Soldering. 
Pointed Boofing. 

3 ib. and heavier....per Ib. 40¢ 
Dh Mheccensoeuccesese me 46c 
Diasec she stebéenee ” 48¢ 
BM Bic cccccsccccecece - 55c 
SE ibasGasdousvconkees = 60c 
CORD. 
No. 7 Std. per doz. banks. .$1@ 86 
No. 8 oe iid cf) ti 12 60 


CORNICE BRAKES. 
Chicago Steel Bending. 


Mem 2 Ge © Baawe ocecccnss 10% 
COUPLINGS, HOSE. 
BPASB. 2c csécccs «++e-per doz. $2 26 
CUT-OFFS 


Kuehn’s Korrekt Kutoffs: 


Galv., plain, round or cor. rd. 

Standard gauge ........+. 

Be GED cedeccosceceseves 10 

DAMPERS. 

“Yankee” Hot Air. 

7 inch, each gee. ee $1 75 

s - 2 ~ sesse 2 40 

9 = re 30c,  . genes 2 76 
10 ” +o Seabee 3 00 
Smoke Pipe. 

<< ree $ 35 

8 a8 le re 40 

4 ey Sree 50 
10 et 60 
12 8 paw enteesesee 90 
Reversible Check. 

S tmoh, OBO... ceccctéccass $1 50 
9 - eh ae ee 1 70 
DIGGERS. 

Post Hole. 
Iwan’s Split Handle 
(Eureka) 
4-ft. enene. « Bee doz. $14 00 
7-ft. Handle...perdoz. 36 00 
Iwen’s ‘rapa pattern, 
per do 9ecedhgeedesee cs 14 96 
DRILLS. 


Vv. My B. Star, 12-inch Length. 
%, 49 and %, each. ose 25 
c eas 


» GREE wccecccaced oe 36 
Be GEER cscececccss eesceece 54 
Di St recta tee eee $1 
Vv. & P- ae, A6-tneh Length. 

5/16 and %. each....... 33 
sl each p06bseeuedeseeees 45 
1, GREER ccccosss besoetwoes 69 
Bis GR 660 ccwreecestcces 1 65 


EAVES TROUGH. 


eee eee ee eee ee ee 


Crimpedge, crated. 


Milcor — 
Galv. .-10-5% 
ELBOWS—Conductor Pipe. 


BEMNGSE ceccccsc 
_— plain or ‘corrugated, * round 


ee Std. gauge. 60 
26 Gauge Std. gauge. na ea'n ia 
24 Gause std. Use. «... 40% 
Square Corrugated. 
pitoer a pees hes 0.644 5005008 48% 
andard gauge ...... shone 
BO GE: bsdven sucess cecee 30% 


Portico Elbows. 


Standard Gauge Conducter Pipe, 
plain or corrugated. 

Not nested 

Nested solid 


ELBOWS—Stove Pipe. 
1-piece Corrugated. Uniform. 


Do 
ee ee ee ere --$1 46 
OPRER cccucccccscceeces ot 1 6 
DH * ctGuhentiuhadedoncas - 310 
Special ‘Corrugated. De 
CRE, . ocncon es dnc eesneoss $4 46 
VEE Bisvocsbbes deveovss eo 8 
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BETTER TORCH VALUE 


No. 208 Torch has heavy gauge re- 
inforced brass tank, patented auto- 
matic pump and Improved Double 
Blunt Needle Burner. Burns low 
grade fuels. Upper Needle clears gas 
orifice, lower regulates flame. Burner 
cannot be ruined by forcing the Needle 
as in other makes as the Needles are 
blunt, not sharp pointed. No. 208 is 
the Torch for service and will outlast 
two ordinary Torches. Jobbers sup- 
ply at factory prices. Get a catalog. 


CLAYTON & LAMBERT MFG. CO. 
10635 Knodell Ave. | DETROIT, MICH., U.S.A. 


oC fk 


No.208 
SeTRo 

ee a 
——— 

















VESUVIUS 


Blow Torches and Stoves 


have an extremely RSS ea 
powerful flame. Sa 
They are made of 

the best material 

that can be obtained 

and their construc- 

tion insures long 

serviceability. 








Write for Descriptive 


Circular Today 
For Gasoline For Coaloil 


QUICK MEAL STOVE CO. 


Div. American Stove Company 
825 Chouteau Avenue St. Louis, Mo. 








ULL AUTO 


CHICAGO STEEL CORNICE BRAKES 
STANDARD OF THE WORLD 









THE BEST BRAKE FOR ALL PURPOSES 
Most Durable, Easiest Operated, Low in Price 
Made in All Len: and to Bend All Gauges of 
Metal. Over 15,000in use. 


WRITE FOR PARTICULARS 


DREIS & KRUMP MFG. CO., 2915 8. Halsted Street, CHICAGO 





Hee THIEL TUTTLE TTT TUT 





Wn 





FOR ECONOMICAL OPERATION 
“ALWAYS RELIABLE” TORCHES and FURNACES 


Five Reasons Why This Line is SO ECONOMICAL: 
1. Fitted with a unnel which permits saving of time and prevents waste of fuel- 
2. Fitted with burners which start promptly, eliminating waste of time. 
3. Fitted with burners which produce a perfect, blue, hot flame with the smallest 
amount of fuel, thereby saving fuel. 
4. Fitted with burners which are so constructed that they can be cleaned thor 
oughly and quickly, enabling a saving of time. 
5. Each article is made substantially from the best materials and by skilled 
workmen, therefore, will give long service. 
Ask for catalog on entire line. 
Most jobbers can furnish from stock. Others will gladly order for you. 


OTTO BERNZ CO., Inc., Newark, N. J. 


ESTABLISHED 1876 
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For all around satisfaction use 





Soldering Products 


Ask your supply 
house for these 
handy products. 


SPECIAL CHEMICALS CO. 


397 Central Ave. Highland Park, Illinois 





*‘Every User a Satisfied User’’ | 
DOUBLE BLAST 


Gasoline Burning 


FIRE POTS 


You waste no heat orfuel when youuse them & 
because the TWO hot blast flames are forcedto §& 
the center of the burner. The fuel always & 
burns with a blue flame. 3 

Our Ne. 25 DOUBLE BLAST FIRE POT shown here- 
with is guaranteed to heat soldering irons 
TWICE AS FAST as any other fire pot made, and 
with ONE-HALF the gasoline the others use. 

This is an excellent fire pot and one that 
will stand up under hard use. We would 
be glad to give you more information and 
prices on this and other models. 


Write for our illustrated catalog today 


No.25 DOUBLE BLAst DOUBLE BLAST MFG.CO. 


Tinners’ Fire Pot NORTH CHICAGO, ILL. « 
EU LEAL UAL UL 
















Wwe want more Jobbing Di.s- 

tributors to supply the in- 
creasing demand for Torrids, 
Write today. 


Geo. W. Diener Mfg. Co., Chicago, I11I* 











Uniform, Collar Adjustable. 


Doz. 
B-inch ......0- PPYeTTTT TT TTT | ok... 
6-inch ..... éseoveceesse. Be 
rr Sb co cdgenteuew 


WOOD FACES—50% ° off list. 


FENCE. 
Field Fence eccccccccccccsccO® 
Lawn eccccccccocccces 
FILES AND RASPS. 
Heller's (Am-rican)........65-5% 
Qmneesen oeeee 65-65% 
++ +60 & 10% 


ee eeeeeee 


cade eeeeeeeeereraere 
Bisek Diamond .. 
Great Western .. 
Kearney & 
McClellan ... 
Nicholson 
Simonds . 





FIRE POTS. 
Ashton Mfg. Co. 
Complete line 
Firepots and Torches.. 
Otto Bernz Co. 
No. 1 Furn. Gasolene with 
No. B Fu shield, 1 gal.....$ 6 75 
Furn. Kerosene, 1 ; 18 43 


Pewee reese eeeee 


BSc 
ene or 

6 40 
4 06 


-52% 


=, Coser 
oar ® L.A Torch, aes 
No. th Torch, “Gasolene, i 


East of west boundary line of 


No. Dakota, So. Dakota, Ne- 
braska, Kansas, Oklahoma, Am- 
= * San Angelo and Laredo, 
West of above ‘boundary line: 48 


~ 


Geo. W. Diener Mfg. Co. Ea. 
No. 02 Gasolene ware 1 
Oh... ‘cha btaetnnet on ves -$ 5 55 
No. 0260, Kerosene * oF 
Gasolene Torch, 1 qt.. 7 50 
No. 10 Tinners’ Furn. 
Square tank, 1 gal..... 12 60 
No. 15 Tinners’ are. 
Round tank, 1 g2! 2 00 
No. 21 Gas Sol ering 
Sarre rrrrrerr 60 


No. 110 Automatic See 
Soldering Furnace .... 10 50 
Double Blast Mfg. Co. 
Gasolene, Nos. 26 and 385...60% 
Quick Meal Stove Co. 
Vesuvius, F.O.B. St. Louis 30% 
(Extra Disct. for large 
quantities) 


Chas. A. Hones, Inc. 
Bee DOE oc asecedeces $ 9 00 
- i: PSE Cyr 12 00 
ri I. wide Gerdaenee 13 50 
mi ee ne 15 00 
= 7 OED «née cee aeeae 19 00 


FREEZERS—ICE CREAM. 


GEE. cccsessréeseese --$2 95 
DL st<cadeaaeeceet «+. 3 45 
SE” china « 9:5. aideiet a coos © BO 

White zopentata 
% EE Sere: $3 50 

= 00 aenKeed ben eeee - 490 

2 quart soseabodhoneeen 6 70 


GALVANIZED WARE. 


Pails Goempcrmeen); 8-qt....$2 00 
PS -tudladcenkheehananaon 2 25 
Ra SR GS RR er vioR RB 2 65 
Ds Vesnaaverewssse ee www 
bet tubs, te Oe 7 00 
Su. b.02' eb eee el Paroen 7 26 
No. ; Se ee ees ee 8 00 
GARAGE DOOR HARDWARE. 
GRR ccccccnscsece eranele All net 
GAUGES. 
Marking, Mortise, etc.......Nets 
Wire. 
Cg Teer err 25% 
GIMLETS. 
Discount 65% and 10% 


PRA ERT PS: 3 & 85% 
mw. x, Strength, A, all yak 84% 


GREASE, AXLE. 


Frazers’ 
1-lb. tins, 36 to case, 

Ret case epbecsgnecc® 6 9 
3-Ib. tins, 24 to case, 

a ae eéavedivadccee. 8 & 
6-Ib. tins, 12 to , 

Per CASS .....-.4+- 7 20 
10-lb. tins, per dozen.... 10 40 
15-Ib. tins, per dozen.... 13 80 
26-Ib. tins, per dozen.... 19 80 





HAMMERS, HANDLED. 
All V. and B. Each, net 


ithe’ Hand, No. 0, 


DEEL .«sccecensaccecoococege OO 
Engineers’ No. 1, 26-0z..... 1 00 
Farrier’s, No. 7, 7-02.......- 93 
Machinists’, No. 1, 7-02..... 78 
Nail. 

Vanadium, No. 41, 20-oz. 

MEM ccecevedbnessantocs 6 OO 

Vanadium, No. 41%, 16-oz., 

@ach .....-+++- conceoee 8 

Vv. x B., No. ‘11%, 16-o2. 4 0s 

Garden City, No. ‘tit %, 1é- 

OZ, COCN ...ccscccccces 87 
Tinner’s idiiiien, No. 1, 8- 

OB, GMO .cccccceccccccces 82 
Shoe, Steel, No. 1, 18-o0z., 

GOBER: cccccccccccsccs gves 65 
Taek. ccccccccccs 

Magnetic. 

No. 5, 4-o0z., each...... 72 
HAMMERS, HEAVY. 
Farrier’s .. ccccccccee OG 

m’s. 
Single and Double Face... .50% 
HANDLES. 
Axe. 
Hickory, No. 1. -per, doz. 


Hickory, No. 2. 
ist quality, second growth 
Special white, 2nd growth 


Chisel. 


Hickory, Tanged, Firmer 
Assorted 


oeeees+-per doz. 55c 
Hickory, Socket, irmer, 
Assorted ........per dez. 70c 


File......++.+++---per dos. $1 20 
Hammer and Hatchet. 


No, 1 per doz.......... -$0 90 
Second growth * hickory, 
Se GE Evcuetoudestese 1 50 
Soldering. 
Per doz. ...... convececcoeene @& 
HANGERS. 


Conductor Pipe. 


Milcor Perfection Wire....25% 
Eaves Trough. 
Steel hangers ......... otsbhes 
Triple Twist wire...........10% 


Mileor Eclipse Wire.........20 
Milcor Triplex Wire..........16 
Milcor Milwaukee BExtension.15% 
Milcor Steel (galv. after form- 
ing) List plus........... 12%% 
Milcor . pees BE. T. Wire, 


Ee GE 6edcccubesveneves 40% 
HASPS. 
Hinge, Wrought, with staples, Net 
HATCHETS. 

Vv. and B. Supersteel. Each 
Broad, No. 1, 24-oz..... -$1 43 
Half, No. 1, 16-oz........ 1 25 
Half, No. 8, 27-oz........ 1 87 
Claw. No. 1, 19-oz........ 1 81 
Flooring, No. 1, 20-02z..... 1 43 
paginas. & No. 1, 17-oz.... 1 20 

1, 14-68..... 1 38 
Lathing. No. 2, 17-oz..... 1 265 


Vanadium Steel. 


Half, No. 62, 22-oz..... -$1 82 

Underhill Pattern Lathing, 
9 FOW, 19-08... crcccccccece 2 29 

HINGES. 
Heavy Strap, in Bundles. 

4 inch, dozen prs.........$1 12 
A va écveceeces aE 
. * - o owateede ef 
8 a - ee, | 3.21 


or Heavy T in Bundles. 


4 inch, dozen DIB. es seeee -$1 74 
5 ovovsbocs Lae 
6 ” yas ww od eseeese 2 aE 
a 2 » cena csce 8 OF 
HOES. 
GarGes  .cccsccve pweecevenabe Net 
HOOKS. 
Box. 
V. and B. No. 9, each....$0 26 
— 
Milco 2080 eeccece 
“Direct “Drive” ‘Wrought 
Iron for wood or brick 15% 
Cotton. 
Vv. and B. No. 8, each... 24 
Hay. 
V. and B. No. 1, each.. 26 
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Vv. ot B. No. 26, %”, 9 

Vv. — B. "No. 38, ° 4", 18 
Fr he ey 

V. and B. No. 2, per gro. 6 60 
Butchers’ “8S.” 

V. and B. No. 6, each.. es 

vV. and B. No. 8, each.. 11 


HOSE. 


%-in. 2 pl 1ded..9%0 10 18% 
-in. y molded..9%c to c 
5 -in. oon eeccecees 3 i ibe 

%-in. wrapped 


sseeee 


HUMIDIFIERS. 
“Front-Rank,” Automatic, 
In single lots.............s:. 50% 
In lots of 10 or more....50-5% 
In lots of 25 or more. :50- 10% 
Vapor pans, etc., each..... 50% 
IRONS. 


Sad. 
Genuine Mrs. Potts, nickel 


plated, r set.........$1 55 
Asbestos No. 70, per set. 2 10 
Asbestos No. 100, per set. 2 30 


E. C. Stearns’ 
No. OA Corner, dos. sets $3 60 
No. OB 2 75 


KNIVES. 


Butcher. 
Beechwood Handles, 6-inch 
DIAS 2. ccccccccccccess 
ss ~ peg Handles, 7- inch 


Beechwood Handles, *g-inch 


DIMER cccccccccccccccccc de® 
Cooper’s Hoop. ......- rerey | +) 
Drawing. 

Standard ...cesssccccsess “35% 
ABGjuatable ..ccccccccccces 5% 


Barton’s Carpente age oss ooee 


Twan’s Solid Socket........25% 
Heath’s 


ea edccoeocceccce ee 
Iwan’s Sickie "Bdge eemeee e 25% 
Iwan’s Imp’d Serrated....25% 
Hedge. 
Challenge .....---seeceeees 25% 
Disston’s No. 1.......+++2+-25% 
Putty. 
ee chnnos 25% 
DEE. secsstesenves +++ 225% 
Scraping. 
Beech Handles ........... 25% 
EMRGOPS cccccccceccccsoces 25% 
KNOBS. 
Door. 
Mineral ........ per doz. $3 00 
Porcelain ........ 2 00 
. Beer ©“ 2 00 
LADDERS. 
Step. 


Common, Po sesescnas 
a © with om ada 10. 


weet ease eeeeees 


Kant Break per lineal tt. 


LANTERNS. 


Per 
hot a een 
Dietz No. 2, cold biast..... 
Best tubular ... eocces 
Competition lanterns. No. 
tubular 


Monarch tin, 


12-inch 
16-inch . 
Ball Bearing. 
4 blade, adjustable bear- 
ng. 


sooo $7 50 
7 80 


LEATHER BELTING. 


From No. 1 Oak Tanned Butts. 
18-0z.........85 


LEATHER LACING. 
Cut, strictly No. 1..... 


LEVELS. 
Disston, No. 28 Asst.......-. 
No. 18, 20 in., each 1 
ad No. 22, 24 in., each 2 
“7 Shafting, 6 in...... 19 
= in. gr. glass a 


a 326 in., — Sob . ue 
“3 28-30 in., each. 1 
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LIFTERS. 
Stove Cover. 
Coppered .......per gro. $6 00 
Alaska ..... ous, ™ 476 
LOCKS. 
Barn Door. 
No. 60 Stearn’s..per doz. $11 ¢¢ 
No. 80“ " 20 @0 
Carpenters’. 
Fibre Head No, 2, per doz. $123 a@ 
” No. 3, > 15 &e 
No. 3%, “.- 20 50 


Round Hickory 
eecees- per doz. $3 00— 6 09 
Tinners’. 


TSE cc cccccces per doz.$2 26 


Door. 
National Rigid....6 & 10 & 5% 


Acme Steel Flexible........60% 
MITRES. 
Galvanized stes} mitres, and 
caps, end pieces, outlets...30% 
MENCOP .ccccccccccccccccceces 
Galv. one piece stamped... .40% 
MOPS. 
Cotton, Star (Cut Ends). 
Pounds 12’ 16° 18 24/-3-es, 
Per doz. $4 00 4365 6 60 7 ¢ 
Enterprise ..cccsccccees ssl KH 
PPE: seccenas eseceeee 50 & BY 
NAILS. 
Cut Steel ...... speoesacace’ $4 70 
GS BG cccccencss osscvoes 6H 
Wire. 
GHURGNON dnc 6scsecoercscicas 3 8e 
Cement Coated. 
Se BED cece ccccectcos 2 30 
Horseshoe, 
AMEREBO co cccccccccces 55 & 56% 
EE ecwnhawkieee . 15% 
PE: “sedscancddesas 55 & 5% 
EEE S cucoasdewtoes 20& 6% 
GM: 64480 iceapdscesas 20& 5% 


NETTING, POULTRY. 
Galvanized before weav- 


Oe snccunescedetoacenss seen 
Galvanized after weav- 
TRE ecbecececcbcocecccceses 415% 
NIPPERS. 
Nail Cut q 
Vv. & a 30.. .78¢ 
Double Duty. 
V. & B. Ne. 60. .ccccccceecs 76c 
Hoof. 
Tellers .ccccces aeean 10% 
V. & B. No. 62, each......$2 25 
NOZZLES. 
Hose. 
MaSIO .ccccce -.-per doz. $9 56 
Diamond ........ - 5 76 
OILERS. 
Chase Pattern. 
Brass and Copper.........10% 
Zine Plated ..........40 & 5% 
Railroad. 
BN so kckcicccsneves ---204&5% 
Coppered ..ccccccccces 60 & 5% 
Steel. 
Copper Plated ....... 70 & 5% 
OPENERS. 
Delmonico ..... oe dos. $1 30 
Never Slip....... a6 
Crate. 


Vv. & B...per doz. $7 25—11 00 





August 11, 1923. AMERICAN ARTISAN AND HARDWARE RECORD 41 


CHICAGO STEEL SLITTING SHEAR 

















LIGHT—POWERFUL 
DURABLE 
Capacity 10 gauge sheets 
WRITE FOR THIS BOOK Any Length or Width 
, Flat Bars 3/16 x 2” 
R°X Ventila 
A. banned of —S 4 a The Weight 22 pounds 
~ ws you many interesting a , 
Sat for book BIA ll be sent fre Price $12.50 Net 
of charge. F. O. B. Chicago 








AREX COMPANY Made of pressed steel and equipped with old 


‘one ‘an Ch ica Se sine niliepiendinenibagumomebaamte “Resttodies dei oa 
i ; <x eae | . Most indispen e e shears e. ual othe 
tot Conmny Suieting, oa Ses ‘ng at over twice the price. CRDER YOURS TODAY 


DREIS & KRUMP MFG. CO., 2915 S. Halsted St., Chicago 


wey | LIGHTNING STOVE PIPE MACHINES 


Save time, money and labor. The LIGHTNING STOVE 
PIPE MACHINE is the only one on the market that will 
rapidly and perfectly close the seams or groove Nested 
Stove Pipe. Can be attached to any post, wall or 
bench. ft is adjustable to all sizes and gauges of 
Stove Pipe, Furnace Pipe and other Sheet 
Metal articles. Simple, Rapid, Noiseless. 

Write for particulars 














Cortright hand-dipped shingles are first stamped 
out of prime roofing tin. After this they are 
immersed in a bath of molten zinc and receive 
a uniform coating on both sides and on all edges. 

We also make shingles stamped from tight- 
coat galvanized sheet and from tin 
plate. We paint these either red 
or green. 


CORTRIGHT METAL ROOFING 








wre ef 





Manufactured by 


HEMP & CO., St. Louis, U.S.A. 


MEGECROREERGRGGECRRERRRRRRRRRERTRRRERRRRRERRCRERRRRRRERERRCRRE RE RRRRRE EEE EER EEE) eT 


50-INCH FORMING ROLL 
C. G. HUSSEY & CO. 


This Forming Roll is built 
Rolling Mills and Office, PITTSBURGH, PA. 


in all standard sizes, with our 
Manufacturers of 


Patented Opening Device by 

means of which it is opened 

and closed in a few seconds. SHEET COPPER, BOTTOMS, ROLL COPPER, TINNED AND 
POLISHED COPPER, NAILS, SPIKES, RIVETS, CONDUCTOR 
PIPE, EAVES TROUGH, ELBOWS, SHOES, MITRES, ETC. 


We build a complete line of Shears and 
Punches, all sizes, for hand or belt power 
Branch Warehouses in New York, Chicago and St. Louis 


Write for Catalog “R” 


BERTSCH & CO., Cambridge ity, Ind. 
CSUNCUAOUECLOLUEGUCEOCECCCECEORECHOROOOOROQGORODOCRORORGSEOSOROR0 RR EERO EERERD 





EUUUAUEENAAYONEUAUCEL ET COLENCCCOOECONOOT TAUGHT ETNA TEGAN YAU TPN MENU 





























Please Mention ° li 
s 
AMERICAN ARTISAN AND Te weg Boao Plate Spe re ate 
HARDWARE RECORD Let ue quote on your requirements. | 


Wh *.° d . THE J. M. & L. A. OSBORN COMPANY, Cleveland 
en writing to advertisers Sheet Metal Workers’ and Furnacemen’s Supplies 
































Plecker’s Galvanized Eave Trough and Corrugated Expanding Conductors 
Made of 


Cost no more 
Keystone Lasts longer 
Copper Bearing Therefore 
Steel Cheapest 


e , 
CLARK-SMITH HARDWARE Co. - - PEORIA, ILLINOIS 




















D* away with high stacks, swings freely in the 
slightest breeze and positively cures down-drafts. The 


Tj THE 
3 strongest and most efficient combination to be had. Has 
no equal for chimney purposes. All jobbers sell them— 
write your jobber or us for prices and catalog today. 
; Manufactured by 


VENTILATORandCHIMNEY CAP —- STANDARD. VENTILATOR CO. 


























PAILS. 
Cream. 
14-qt. without seuss. 
eccccccecessess z. $9 60 
18-qt ‘without a 
pvebeena ae ane ‘per doz. 11 00 
20-qt. without gauge, 
gr ae ey per doz. 11 75 
Sap. 
10-qt., IC Tin....per doz. $4 00 
12- Lhd iid if 6 60 
Stock. 
Galv. qts. 14 


16 18 20 
Per doz. $9 75 10 75 12 75 14 50 
Water. 





Galvanized qts. 10 12 14 
|) re $5 76 6 60 7 26 
PASTE 

Asbestos Dry Paste: 
oe SS. Pee $15 00 
i oe eer eee 00 
35-lb. pail 3 25 
10-lb. bag 1 00 
5-lb. bag 55 
2%4-lb. cartons 30 
PINCERS. 
All V. & B. 
Carpenters’, cast steel, 
/ pe 6 10 12 
Each. $0 43 Ah 52 $061 $071 
Blacksmiths’, No.+10........ $0 
PIPE. 
Conductor. 
“Interlock” Galvanized. 
Crated and nested (all 
BAuUTCS) 2. ene. oe 60-THM 
Crated and not nested 
(all gauges) ........60-2%% 
Square Corrugated A and B and 
Octagon. 
29 Gauge sence eeee 260-10% 
28 = oeneex were eeess 60-10% 
26 Mf eee e eee e ee 60-10% 
a4 ° eecsceceses 60-10% 
“Interlock.” 
Crated and nested (all 
gauges) eeeecees + -60-7%H% 


Prices for Galvanized Toncan 
Metal, Genuine O. H. Iron, Lyon- 
mere Metal and Keystone C. B. 
on application. 


Steve. Per 100 joints. 


+4 fnree. § inch E. C. 
ested sdSvenene éeendens $16 00 
26. gause, 6 inch E 
|. eee 17 00 
26 gause. 7 Inch EL C. 
WEEE $66. cts. cobnece seeeee 19 60 
28 wanee, 6 inch E. C. 
ye acdveweoes cocccccce 16 OO 
fauge, 6 i 
—— sae 15 00 
28 gauce, 7 1 
nested ... colle Me 17 00 
30 Eause, § inch E. Cc 
a ME: Gt-wamineieavnteeenia eed 13 00 
gauge, 6 i 
ns... <8 eestcieseeans 14 00 
a uge, inch E. C. 
ented Hedhvecsesoaagisces 16 00 


T- sane Made up, 
€-inch.......... per 100 $40 00 


Furnace Pipe. 


Double Wall Pipe and 
N° ii arsns eased edie 53% % 
Sinele Wr'l Pipe, Round 
Pipe Fittings ......... 33% % 
Galvanized and Back 
Iron Pipe, Shoes, etc...331%% 
PLANES. 
Stanley Iren Bench.......... Net 
nan 
kk ae ee $2 60 
ax 2 OO er! 64 
we = fe 69 
Gas, No. 7, each.... Se 55 
ode: a ee 61 
ian No. 12, each...... eeon 87 
ni Crim 
No. 38. ene pee. Rach 64 
Button’s Pattern. 
Wee OD Bec cecncccs aese~ 61 
No. 8 each..... Pieneodsans 74 
Double Duty, No. 106...... 60 
POINTS, GLAZIERS’. 


65c 


No.1, 2 and 3..per doz. pkgs. 


POKERS, STOVE. 


wrt sect, str’t or — 


serene 


Nickel Plated, 
eandles : 


r doz. $0 75 


= 


, 1 10 


POKERS, FURNACE. 


-+.80 60 


PULLEYS. 


Tack! 


gross . 


Furnace 
Per 


cased 


Screw 


60 
00 


e.....per doz. 


(en- 


) ...per doz. 85 


Ventilating Register. 


Per gross . 
Small, per 
Large, per 


pair 
pair 


00 


50 


PUNCHES. 


Machine. 
Vv. & B., No. 
Vv. & B., No. 
Vv. & B., No. 
Vv. & B., Ne. 


Center. 
V. & B., No. 
Belt. 
Vv. & B., No. 
Vv. & B., No. 
Vv. & B., No. 
Samson Line. 
No. 1 Hand 
No. 2 Hand 


No. 4 Hand 


No. 3 aeneeei 


Extra 
Samson: 


No. 1 Hand 
No. 2 Hand 
No. 4 Hand 


No. 3 Bench 16 ‘doz. 


Punches 


Each. 
11-13, 1%x6..$0 19 


10, %x10.... 
1-6, 4x6.... 


50, %x4..... 


101-103 
108-109...... 
25, ass’t..... 


3 ro 


6 doz. 
more.. 


lots or 
-Less 50% 


Less than doz. 
lots...Less) 25% 

Doz. lots or 
more...Less 40% 


and Dies _ for 


Less than doz. 
.Less 25% 

lots 

Less 33% % 


lots, 
..Less 40% 
lots 
more 


o 
Doz. 


3 doz. 


or 


{ Less 40 & 10% 


PUTTY. 
Commercial Putty, 100-Ib. 

SD ceccsus enensesesecoes $3 65 
QUADRANTS. 
Malleable Iron Damper...... 10% 
RAZORS—SAFETY. 
Perr rr per doz. $45 00 
ee TO aweness ~ 45 00 
GM cceesese ae 8 40 
Gem (3 doz. lots) . - 8 00 
Every Ready ..... = 8 40 
Ever Ready (3 dz. lots) “ 8 00 
RAZORS STRAIGHT. 
RAZOR STROPS. 

i CD osevcndancenne 50% 


FLOOR REGISTERS AND 
BORDERS. 
Cee ey 20% 
Steel and Semi-Steel.......33%% 
RS re trn ee 33% % 
Adjustable Ceiling 
Ree 33% % 


Register Faces—Cast and Steel 
Japanned, ry ea and Plated. 


4x6 to 14xl 


Large ecole 
14x14 to 38 


43 


naspe Register ‘Sees cian. 


14x14 to 38 


Ey stuwcacogsos 65% 


ROOFING. 


Best grade, sl 


Best tale surfaced 
Medium tale surfaced 
Light tale surfaced 


Per Square 
ate surf. prep’d,$1 80 
i doce en ee 2 05 


75 


Red Rosin Sheathing, per ton 75 00 


ROPE. 
Cotton. 
%, 6-16 in. and larger, 
DOF Wrececscccsseces 50c to 60c 
Sisal. 
lst Quality, base 14%c to 16%c 
i ay 18%c to 1l6c 
Manila. 
1st Sephts standard 
brands ...... --18%c to 20%e 
No. : “ooees eeseeelTe to18% 
Hardware Grade, per Ib. 17%c 
SAWS. 
Butchers’. 
Atkins No. 2, 14-in..:... $12 76 
a No, 2, 18-in.... 14 30 
” No. 7, 16-in...... 16 85 
n No. 2, 22-in...... 15 92 
mia No. 7, 20-in...... 18 05 
= No, 7, 24-in...... 20 20 
= Te. FT. SEG. . coc 22 35 
Compass. 
Atkins No. 2, 10-in..... $ 5 45 
- No. 10, 10-in..... 56 60 
a Blades, No. 2,10-in. 3 25 
- “ No. 2,10-in. 3 30 
Cross-Cut. 
Atkins No. 221, 4 ft......$3 03 
” No. 221, 6-ft...... 4 45 
- Me. S398, O-f...:.. 6 07 
Hand. 
Copper Burrs only........... 80% 
- No. 96, 20-in...... 21 70 
Hand and Rip. 
“Atkins No. 54, 20-in...... $19 50 
No. 64, 26-in...... 24 40 
- No. 68, 16-in...... 18 10 
“ No. 63, 20-in...... 22 90 
bd No. 63, 24-in...... 26 60 
96 No. 68, 28-in...... 31 45 
= No. 53, 30-in...... 34 15 
Keyhole. 
Atkins No. 1, complete... $3 10 
- No. 2, complete... % 70 
Miter Box. 
Atkins No. 1, 4x20...... $32 65 
- No. 1, 6x22... 38 00 
e No. 1, 6x22...... 42 20 
Pruning. 
Atkins No. 20, 12-in.... $ 8 45 
- No. 10, 16-in.... 18 15 
Wood. 
Atkins No. 202..... ° -$ 719 
- No. 318...... ima ot 
- We. BOB .ccccess -- 15 50 
os We. 2608. .ccccese 16 56 
SCRAPERS. 
Box. 
No. 6, six blades each.... 25c 
Ho 
WO. 6, GBOR.ccccccsccccccecs 25c 
Floor (Stearns). 
No. 10, each...<...eccee- $11 50 
SCREEN DOOR HING 
Geet WOO <ccésnccee gross i 00 
Prec 9 50 
SCREWS. 
ee Standard List 45% 
gimlet pointed.. eecees 50-5% 
gimlet pointed.......... 40-10% 
Wood. 
FP. H. Bright .....cccccecss 80% 
TR. TE MOE ccccccvccecces 78% 
PF. H. Jap’d ....seee cocvcets® 
FP. H. Braee ..cccccccccccs 76% 
RR. BH. Brag® cccccccccccces 74% 
Sheet Metal. 
No. 7, %x %, per gross.$0 55 
No. 10, %x3/16, per gross. 75 
No. 14, %x %, per gross. 90 
SCREW DRIVERS. 
Uncle Sam Standard Head. 
3 inches, each.......-. poe 6 
5 inches, each..........-. 52 
8 tnches, each eeceece 68 
12 inches, each..... ccacce, & OO 
Uncle Sam Insulated Head. 
8 inches, each........ coos 69 
5 inches, each...... eocce 57 
8 inches, each.......++++ 76 
12 inches, each...... e 114 
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SETS. 
Nail. 
Vv. & B. 
No. 100, in cardboard 
boxes ..... seeeeee Gz. $1 66 
No. $08, in wooden bexes, 
escee eevecoceooee GOR. 1 
No. 30, assorted. . don. 39 
No. -% in cardboard boxes, 
eoonseseveven . oz. 1 26 
No. 's. in weoden Cages, 
SVodowess eee 1 30 
Rivet. 
Vv. & B. 
Do, A ene $0 19 
Tinnesw Bo ~ vensscenesece 0 40 
Pe dudeksenewess 0 60 
Saw. 
Atkins No. 10....per doz. $3 80 
eo No. 12.... wd 6 20 
SHEARS. 
Per Doz. 
Michel Plated, Straight, 6” $12 90 
- 7” 14 85 
« La Lhd sg” 16 80 
Japanned, Straight --6” 11 00 
son “ cocee™ 2864 
iy P .R” 18 80 
SHEARS, TINNER®S’ & 
MACHINISTS’. 
a NEL 5 RU Op $22 0 
Leonean Throatless. 
Ph Ee ob itcades ane bwhn weed 35% 
Shear blades.............+- 0% 
(f.0.b. Marshalltown, Iowa.) 
Ne Steel Squaring. 
Foot Power. 
No. 1— 30”, SE a. GO ocd 15% 
No. 2—36”, 18 ga. cap...... 15% 
No. 4—52”, 18 ga. cap...... 15% 
No. 10—120”, 22 ga. =. --15% 
No. 4A—52”, 16 ga. cap....15% 
Cast Iron Foot Power. 
No. 01, 30”, 18 ga. cap....15% 


Power Driven 


(No. 


100 Series, 
No. 142—42”, 
(No. 200 Series, 


neath Drive.) 


No. 242-42”, 
(No. 300 Series, 


neath Drive.) 


No. 342—42”, 
No. 372—72”, 


10 


18 ga. cap. 
2 Shaft Under- 


14 ga. cap.. 
3 Shaft Under- 


10 ga. cap... 
ga. cap... 


2 Shaft Drive.) 


-15 


-15% 


-15% 
-15% 


(No. 500 Series, 3 Shaft Under- 
neath Drive. 


No. 


596—96”, 


10 ga. cap.. 


-15% 


(No. 600 Series, 3 Shaft Undet- 
neath Driv 


e.) 
No. 6120—1 20" 


3/16” cap. 


.15% 


SHEAVES, SLIDING DOOR. 
Common. 
Inches ...... 3 4 5 
Per set ...... $1 40 176 2 40 
Hatfield’s. 
Per set $1 80 210 2 75 25 
SHINGLES. 
Per Square 
Zine (Illinois) ..........-. 18 
SHOES. 
Milecor. 
Galv. Std. Gauge, Plain or 
corg. round flat crimp...60% 
26 gauge round flat crimp. .45% 
24 gauge round flat crimp. .10% 
CamGeeGeh  . cciccccccccscvcess 60% 
SHOVELS AND SPADES. 
Coal. 
Hubbard's. 
No. A B Cc D 
1 $16 00 1510 14 45 13 70 
2 16 35 15 60 14 85 14 10 
3 16 75 16 00 16 25 14 45 
4 1710 16 35 16 60 14 85 
Post Drains & Ditching. 
Hubbard's. 
Size A B Cc 
SP  Ssavce $17 15 $16 40 $15 65 
Se” ecccut 17 60 16 75 16 00 
Sr” cscese 17 85 1710 16 96 
Oe . cxeues 18 20 17 45 16 70 
oe” sence 18 55 17 80 17 06 
Alaska Steel. 
D-Handle .....+-.- per doz. $3 50 
Long Handle ...... - 3 00 
SIFTERS. Z 
Genuine Hunters, doz......- $2 50 
SKATES. 
Roller. " 
Ball Bearing—Boys’ ..... $1 55 
Ball Bearing—Girls’ ..... 1 65 
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Are You Making Money? 


DOYLE’S SIMPLE 
ACCOUNTING SYSTEM 


Will Give You the empeae 





This Job oh the i 
Ticket will n 
give youthe - a Complete 
Cost and 4b etter tr System, 
Profit on 7a including 
each job. Full 
Instructions 
Price and several 
per Pad of months 
50 Sets supplies, 
8c $25.00 
5 Pads 





$3.75 





AMERICAN ARTISAN AND HARDWARE RECORD, 
620 South Michigan Avenue, Chicago, III. 


I 
! 
| Enclosed please find $.. He talaara’ 
I a edith tied ip an OR Pads Job Tickets 


Complete Stock Now on Hand 
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HARDWARE RECORD : set oe aa ae cake e 
oe eo CHICAGO, WL! City and States sooo sooeocceeeecece 




















44 


SNIPS, TINNERS’. 


Clover Leaf ...........40&10% 
National ...... eee -40 & 10% 
Star TIT ere ee 
TE PE TEE Cae, ee” 


SQUARES. 
Steel and Iron. o dine «eee 
(Add for bluing, $3.00 per doz. net) 


MNO $2b00%00e0< ccowtwinoaee 
RR ae pee ne 2 ie * 
Try and Bevel........... roe ™ 
Try and Mitre...... Siceniagko” 
Winterbettom’s a atts 
STAPLES. 
Blind. 

Barbed .........perlb. 21@22c 
Butter, Tub....... “ 16 @19c 
Fence— 

Polished ..... -per 100 Ibs. $5 45 

Galvanized ... = 6 16 
Netting. 

Galvanized ...per 100 lbs. $6 54 
Wrought. 


Weename Staples, Hasps and 
taples, Hasps, Hooks and 


Stapler an Hooks and 
Staples eccecee e+ 60 & 10% 
BETS BOG ccccccccesocssee 
STONES. 
Axe. 
Sindostan .... per lb. New Nets 
Mere Grite ..... * x 
EE \4400-0% - na 
Emery. 
ee... BEB s. dec -- per doz. New Nets 
0il—Mounted. 
Arkansas Hard 
ee Bveenseser doz. New Nets 
Arkansas Soft. ed 
Washita No. 717 - ” 
Oil—Unmounted. 


Arkansas mere per | Ib. New Nets 


Arkansas Soft 
Lily White.... - = 
ne A Creek... = - 
Soythe. 

Black Diamend per gro. New Nets 
Crescent .... “ 
Green Mountain 6 ped 
LaMolle .. ” - 
Extra Quinne- 

bog Pine se ” 
Red Ena....: - * 


STOPS, BENCH. 
ae — Morrill pat- 


sree ++eee+-per doz. $11 00 

No. 1 Stences pat- 
C00 dhenee os 10 00 

No. "sé Smith pat- 

PS sdeseos-eteree 7 00 
STOPPERS, FLUE. 
Common ...... ++-.per doz. $1 10 
es Gs Biv esdecdan = 1 10 
Gem, flat, Ne. 3... ™ 1 00 
STRETCHERS. 

Carpet. 
Bullard’s ........per doz. $3 90 
Excelsior ........ - 6 25 
Malleable Iron.... wis 70 
Perfection ....... = 6 30 
BD. Swecedeee San si 4 60 
Wire. 
O. 8. Elwood, No. 1 per doz. Nets 


O. 8. Elwood, No. 2, 


SWIVELS. 


Malleable Iron. ae Ib. $0 10 
Wrought Steel......pergro. 4 50 


TACKS. 
Bill 4 ged hte: ae, boxes 
per 


ee 


TAPES, MEASURING. 
Asses’ Skin ..........List & 40% 


boxes, per Ib. 


THERMOMETERS 
Tin Case...pe er doz. = 4 $1 
ont Backs $2 0 
ass 


12 Hy 
12 00 


TIES. 


Loop, carload 


-75& 1% 
-70 & 15% 


Single 
lots 


Single Loop, less” than 
ae COE cesecvéces 
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TRAPS. 
Mouse and Rat. Per Gross. 


Sure Catch Mouse Traps.$ 2 10 
Vim Mouse Traps 210 


Short Stop Mouse Traps. 1 80 
Wood Choker Mouse 
Traps, 4 hole.......... 10 25 
Per Doz. 
Sure Catch Rat Traps....$0 90 
Dead Easy Rat Traps.... 1 00 
Baskets. 
Packed in One Bushel Band Stave 
List per Bushel. 
Sure Catch Mouse Traps 
(360 Traps Sol « -$ 5 265 
Short Stop Teoane Traps 
(360 iy 4 nese. 06 
Sure Catch Rat ‘Traps (54 
TRAPS) oc ccccccccscvevs 3 60 
Short PStop Rat Trage (64 
MOMMEE. cocsccsteccecesas © OF 


Assorted Mouse and Rat Traps. 
List per —. 
Sure Catch (216 Mous 
Traps and 26 Rat Traps) $4 90 
Short Stop (216 Mouse 
Traps and 26 Rat Traps) 


4 25 
TROWELS. 
Cement. 
Atkins No. 6........ -++-$19 50 
™ 0. 2 eee . 25 50 
NE. 
White Cotton. 
Eureka, 4-ply........ per Ib. 30c 
Jute. 
3-ply and 6-ply Bale Lots 22%c 
VALLEY. 

BENGCOP .ccccccccocccccoccsces 
Galv. formed ‘or roll.....50- 1%% 
VENTILATORS. 
OE. alles vedanta 30 to 40% 
VISES. 

No. 700 uae, 
_— . 4% 5 6% 
soees ‘$11 15 18 00 14 85 
No “01: In. 4 5 
+ .eeee$11 16 18 00 16 70 
No. °t Genuine Wentworth, 
Noiseless Saw...per doz. 9 25 
No. 3, Genuine Wentworth, 
Noiseless Saw....per doz. 12 75 


No. 500, All Steel Folding 
Saw ceséocecee de Gam 86 OO 


WASHERS. 
Over % a barrel lots 
POP BHO Ts cccccccscceoG 
{fron and Steel. 
In. 5/16 % % % 
10%c $%ce 1% 7%c 7 2/5c 


WEATHER STRIPS. 
Metallic Stitched. 


% in., per 100 ft......... $1 80 
% in., per 100 ft......... 2 20 
Wood and Felt. 

7 @8.. DOF BOO Cho. cecoces $1 56 
% in., per 100 ft....... -. 1 66 
WEIGHTS. 

Ne vcccesss «.++-Per lb. Nets 

Sash—f. o. b. Chicago 
Smaller lots, per ton....$47 50 
WHEEL BARROWS. 
Common Wood Tray........ $3 75 
Steel Tray, Competition.... 4 60 
Steel leg, garden...........- 6 00 
WIRE. 
Plain annealed were: No. 8 
Ber 100 IBS. .n.ccccccccses 3 70 
Galvanized barb "wire, per 
100 Ibs. 410 


Wire cloth—biack painted, 


12-mesh, per 100 sq. ft... 35 
Cattle Wir alvanized 

catch weight com, 

per 100 Ibs. ..... 4 60 
Galvanized Hog Wire, “80 “rod 

spool, per spool..... 8 
Galvanized plain wire, No. 9, 

BOP BOS Wcccccecscdsccscc 6 
Stove Pipe, per stonme....... 1 10 


WOOD FACES. 


50% off list. 
WRENCHES. 
Coes Steel Handle, 6-in..40-10% 
wa “0 24 -in. .40-10% 
o - ne 10-in. .40-10% 
” ” sa 12-in. .40-10% 
Coes Knife-Handle, 6-in..40-10% 
” ” - 8-in. .40-10% 
- - = 10-in. .40-10% 
” - ' 12-in. .40-10% 
Cees All Patterns..... «++ -40-10% 
WRINGERS. 
No. 790, Guarantee per doz. $49 50 
No. 770, Bicycle ... 47 00 
No. 670, Domestic. . rd 43 50 
No. 110, Brighton... i 39 00 
No. 750, Guarantee.. ie 51 00 
No. 740, Bicycle... . - 48 60 
22, Pioneer... . 24 35 60 


2, Superb..... sa 25 





AND HARDWARE RECORD 





August 11, 1923 


' ADVERTISERS’ INDEX 


The dash (—) indicates that the adver- 


tisement does not appear in this issue. 


A 
Dickinson 
American Brass Co........... 
American Chain Co...,....... 
American Furnace Co......... 
Amcrical Rolling Mill Co...... 
American Steel & Wire Co.... 
American Stove Co 
American Wood 
Arex Company 
Ashton Mfg. Co.... 


Ar o!tus 


Register Co.. 


ee eee 
Ge, Gtte...< 
> Gihice cas Oe. ce ode’. <%'s 
Braden Mfg, Co.......s..0.% 

Brillion Iron Works........... 
Bullard & Gormley Co 
Burgess Soldering Furnace Co. 
oo a, ee Peewee ee eee 


Berger 
Bernz 
Bertsch 


Cc 


Callender Soldering Process Co, 5 


Chicago Elbow Machine Co.... 
Chicago Belder Ce... «s2,..00- 
Clark & Co., Geo. M..:..... 
Clark-Smith Hardware Co.... 
Clayton & Lambert Mfg. Co.. 
Cleveland & Buffalo Transit 
Co. 
Cleveland Castings Pattern Co. 
Coes Wrench 
Copper & 
Association 
Clad 


CO. Secsens . . 
Brass Rese soute 


Copper Malleable Range 
Co. 


& Co.. J. B 
Metal Roofing Co 


Cornish 
Cortright 


D 
Dieckmann Co., Ferdinan’t 
Diener Mfg. Co., Geo, W.. 
Double Blast Mfe. Co... 


Dreis & Krump M°g. 
Dunning Heating Supply Co.. 


E 
Ewert & Kutschied Mfg. Co... 
Excelsior Steel Furnace Co... 
F 
ga 
Farquhar Furnace Co..... 
PeGeras VOOR CeO... ..ecccccs 
Forest City Fdy. & Mis. Co 
 & . > Sane 
Friedley-Voshardt Co. ..... 
Gerock Bros. Mfg. Co... 
Gohmann Bros. & Kahler.. 
H 


Hall-Neal Furnace Co 


Harrington & King P’f'g Co.. 
Hart & Cooley Co......... 
Haynes-Langenberg Mfg. Co 
ie ee 


BRemep & CO.ccccccsscccccscess 
Henry Furnace & Fdy. Co ‘ 
a eee 
Hero Furnace Co.... 

Hess-Snyder Co. 
Homer Purnace Co.........5- 
Hones, Inc., Chas. 
Honeywell Heating 
Peer & Ca, GC. @. v.cccvcees 
Hyfield Mfg. Co... 


Spec. Co 


Titinete Hime C6..2.06220. er 
Indiana Stove Works......... 
OS ek Se ee 
International Heater Co9...... 


39 
39 


lal | 
ave 


Ww 
a 


) 
st 


uw 
wo) 


ower 


K 
Kant-Break Ladder Co., Inc = 
Kirk-Latty Mfg. Co........... 11 
SP Gs CAR ee eum eas cco edad 4 
L 
Lalance & Grosjean Mfg. Co.. 51 
Lamneck & Ca., W. B........ = 
Lennox Furnace Co......... : 
Lovell Mfg. Co. ...... 20 66 
Lupton’s Sons, David..... ion 
M 
Machine Appliance Corp.... 


Ee Se ee ink othe 
Malleable Iron Range Co...... — 
Maplewood Machinery Co..... -—- 
Marshalitown Mfz. 
May-Fiebeger Co. 
Melbye Bros. Co 
Merchant & Evans Co.. — 


Meyer Furnace Co., The...... — 
Meyer Bros. Co., F... — 
Meyer Mfg. Co., Fred J....... 50 
Michigan Stove Co.. The.... . 5 
Milwaukee Corr. Co..Back Cover 
Monroe Fdy. & Furnace Co.... — 
Mt. Vernon Furn. & Mfg. Co.. 6 
New Jersey Zinc Co., The..... — 
Novelty Advertising Co........ — 
Osborn Co., The J. M. & L. A. 41 
4 eee eee 50 


Quick Furnace & Supply Co... — 


Quick Meal Stove Co.......... 39 
Quincy Petter CO...cccsccces 
R 

Red Front’ Furnace & Supply 
C wenaes kash navies Cxewe .- 
Rock Island Register Co...... —- 
Roesch Enamel! Range Co 11 
Bese-Gemie .ccccccecs cuen wm ee 
Ss 
Scheible-Moncrief Heater Co... 4 
Schwab & Sons Co., R. J...... — 
Spaulding Hotel ........... —~ 
Special Chemicals Co......... 39 
Standard Furn. & Supply Co. if 
Standard Ventilator Co....... 41 
Stearns Register Co........ , so) 
St. Clair Foundry Co...... 6 
Be, Baie Dee BR... cence 50 
Success Heater & Mfg. Co — 
Sullivan-Geiger Co. ...... 11 
T 
Tepter @ Ga, B.. B Gecceccses —_ 


Thatcher Furnace Co.Front Cover 

Tuttle & Bailey Mfg. 
. 

Heater Co.. 


Vv 
Vaughan & Bushnell Mfg. Co. 
Vedder Pattern Works 
Viking Shear 


Utica 


i ee aed ai _ 


Walworth Run Fdy. 
Waterloo Register 


Waterman-Waterbury 
Whitney Mfg. Co., W. A...... — 


Whitney Metal Tool Co..... — 
Wise Furnace 


+. re 


Maree WR. GOso ccc ccoeces .. 50 
Zideck Auto Radiator School... — 








